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WHAT IS THE MEASURE 





OF A MAN’S 


Success in the business? 


In New England Mutual, a ‘Leader’ is a career underwriter 
who, among other qualifications, sold $500,000 of life 
insurance, or more, during the past year. In the insurance 
industry as a whole, a Leader is a man to be respected for 


his success in the business of selling security to America. 
To determine what makes our own Leaders tick, we asked 


the 200 members of our Leaders’ Association to help us 


compile some interesting averages. 


OUR AVERAGE LEADER: 


@ He’s forty-five years old. The youngest of the group is twenty- 


three, and the two oldest are seventy. 





@ He made 71 sales during 1951 for a total of $1,152,000. 


@ He is married, has two children, $65,500 of personal insur- 


ance, and a college diploma. 


@ He makes 16 calls a week, from which he gets eight interviews. 








A normal sale takes him three interviews. 


Success in life @ He has been with New England Mutual for more than 12 
or ears. 
is founded on 

serving one’s fellow men @ He secures his prospects from: his policyholders (about 25%), 
referred leads (19%), friends and acquaintances (16%). And 
nearly 25% of his prospects are found within the occupational 
of one’s abili ty group, or within the same firm, of a client recently sold. 


to the utmost 





m NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1S5°5 


FRIDAY, JUNE 20, 1952 | 













Start now building 


YOUR OWN , 


Profitable Agency 
ie 


Build, with these 
PLUS ADVANTAGES 


PLUS Expense-Free Compensation 

Compensation plan is separate from expense. Over- 
writings — Ist year and renewal — are yours! 

PLUS Vested Overwriting Renewals 

| Easy-to-attain qualifications entitle you to your re- 


newals whether you live, die or quit. 


PLU $10,000 Preferred Risk Contract 


Competitive net cost. Attracts many new clients. 





ponents esammemen: 7 


EXTRA HELPS 


1 New Income Protection Rider 

“ Complete. Adjusted to every need. 

J PLUS New Brokerage Contract 

| For life men. Top commissions, plus 1st year ex- 


pense allowance and fully vested renewals. 


PLUS Result-proved Direct Mail 
. . . and other unique sales plans, Make even new 
agents immediate producers! 


© Success-proven training plans r= °<TAKE THIS STEP FORWARD TODAY 
© Group Life for career men 





If you’ve had successful life insurance experience 
and are 28 to 50, write for full details on our 
Prosperity Contract. Your reply will be held in 
confidence. Address — 


Russell S. Moore, Manager of Agencies 
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Cravey Given Shift 
to Ga. Federal Court 
in $30 Million Suit 


Dismissal First Ordered at 
Miami Hearing, Then 
Changed to Severance 


MIAMI—Commissioner Cravey of 
Georgia won and lost the first round 
of his defense in the $30 million suit 
brought against him and other defend- 
ants by Bankers Life & Casualty under 
the Sherman and Clayton anti-trust 


acts. 

Federal Judge Holland heard a mo- 
tion in chambers by M. H. Black- 
shear, Jr. deputy assistant attorney 
general of Georgia, to dismiss the ac- 
tion and quash the summons as re- 
gards Cravey. Judge Holland held that 
the court had jurisdiction to issue the 
summons to Cravey, but found that 
there was no venue so far as Cravey 
was concerned. ; 

Upon first reading his decision, Judge 
Holland stated that the action against 
Cravey was dismissed, but after hear- 
ing further arguments from Miller Wal- 
ton, representing Bankers L. & C., he 
changed the decision to one ordering 
severance as to Cravey, and transference 
of his case to the U.S. district court 
for the northern district of Georgia, 
Atlanta division. Mr. Blackshear re- 
fused acquiescence to the changed word- 
ing, and reserved the right to file an 
objection. 

Assisting Mr. Blackshear was Lamar 
W. Sizemore, Georgia assistant attor- 
ney general. Charles F. Short, Jr., of 
Brundage & Short, Chicago, appeared 
with Mr. Walton, who is a member 
of the Miami firm of Walton, Hub- 
bard, Schroeder, Lantaff & Atkins. 


Other Defendants at Hearing 


Interested spectators at the hearing 
were J. Edwin ‘Larson, Florida com- 
missioner, and E. H. Barry, secretary 
of Reserve Life. Larson and Reserve 
are co-defendants in the case together 
with George Washington Life, Profes- 
sional Ins. Corp., American Security 
Life, and C. C. Bradley, vice-president 
of Reserve. Hartford Accident is also 
sued because it is on Cravey’s bond. 

Fred M. Burns, Florida assistant at- 
torney general, and Walter E. Roun- 
tree, attorney for the Florida depart- 
ment, accompanied Mr. Larson, and 
James Dixon of the Miami firm of 


. Dixon, DeJarnette & Bradford was with 


Mr. Barry. 

All the defendants are accused of 
entering into a conspiracy to unlaw- 
fully restrain the plaintiff’s trade and 
commerce among the several states, 
and of suppressing competition in in- 
terstate commerce. 


Arguments on Questions of Venue 


Blackshear’s argument on Cravey’s 
behalf was to the effect that the court 
had no jurisdiction, and that the venue 
was improperly laid in the southern 
district of Florida because the defend- 
ant 1s not and never has been a resi- 
dent of the state, that he does not trans- 
act business in Florida nor have an 
agent there. He was handed process in 
the northern district of Florida while 
attending an N.A.I.C. zone meeting. 

Mr. Walton, on behalf of Bankers 

(CONTINUED ON PAGE 19) 
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Experts Predict Renewed 
Pension Drive by Unions 


BRETTON WOODS, N. H.— Bur- 
ton A. Zorn, New York City lawyer 
and labor law expert, predicted a re- 
newed drive for pension benefits, partly 
because leveling of price increases may 
be expected to lessen labor’s pressure 
for increased cash wages and partly be- 
cause of the wage stabilization board’s 
removal of limits for pensions so that 
they do not need to be charged against 
cost-of-living increases. The WSB ac- 
tion is the most important factor, said 
Mr. Zorn, who addressed the employe 
benefit session at the annual meeting of 
the Million Dollar Round Table. 

At the same time, if the wage board 
eases its productivity rules, permitting 
greater cash wages, the result might be 
to cause unions to push harder for cash 
increases and correspondingly less for 
pensions. 

Another factor in the pension picture, 
said Mr. Zorn, is that in recent years 
a lot of uncertainty about qualifying 
plans has been removed and this makes 
the pension idea less formidable to a 
company thinking about installing a 
plan. 


Long-term Outlay 


The first question such an employer 
contemplating such a move should be 
whether he can afford the long-term 
payments he must undertake, said Mr. 
Zorn. He feels that any employer that 
jumps in when there is uncertainty 
about this is making a fatal mistake and 
that a union that tries to force him into 
it is also making a fatal mistake, as a 
pension plan that later has to be junked 
has a worse effect on morale than if it 
had never been set up. 

Mr. Zorn said that an interesting de- 
velopment is the expansion of pension 
plans beyond the employes of an indi- 
vidual employer to take in all the em- 
ployes in a given area that are working 
in the same industry. This eliminates 
the objection that the employe can’t 
move from one employer to another 
without sacrificing his pension rights. 
Also there is less reason for employers 
to discriminate against older employes 
in hiring. 

Mr. Zorn predicted that the union 
drive will be toward area-wide or 
industry-wide pension plans. 


Do They Really Want Pensions? 


In considering whether to install a 
pension plan, said Mr. Zorn, an em- 
ployer should consider whether it is 
what his employes really want. Maybe 
there are other objectives that they 
would place ahead of pensions. For 
example, in the wholesale baking in- 
dustry the unions are far more inter- 
ested in getting away from a six-day 
week to a five-day week than they are 
in getting pension plans. Airline pilots 
would be far more interested in a per- 
month mileage limitation on their flying 
than in introducing a pension plan where 
none exists. No general rule applies to 
all of industry, he said. Each situation 
requires individual analysis. 

When it comes to bargaining, the 
astute negotiator for the employer will 
find out whether the pension demand 
the union has made is serious or just 
put in for trading purposes. 

Most negotiated pension plans in re- 
cent years, he said, have been in indus- 
tries covering a large area. In locally 
negotiated union contracts, where there 
are large and small companies in the 
same field of business, as. is the case 
in the milk business, the load may be 
so heavy that the smaller companies 
can’t swing it and as a result none of 


the companies adopt pension plans. 

A final consideration for the future, 
and one which Mr. Zorn said he didn’t 
know the answer to, was whether the 
union will stay with a pension plan after 
" has been negotiated and put into ef- 
ect. 

“If we run into periods of unemploy- 
ment, mayn’t the union insist on shorter 
hours, or guaranteed employment 
and if the employer finds the package 
too costly, mightn’t the union say, ‘Let 
the pension go and put the contributions 
into shorter hours and guaranteed an- 
nual wages’” Mr. Zorn suggested. 

As to the part the agents can play, 
Mr. Zorn said “It’s a game for pros and 
not for amateurs,” and that one of the 
mistakes industry has often made has 
been in trying to negotiate without ex- 
pert help. Even where it may seem 
clear that the pension demand _ isn’t 
serious and will be washed out in the 
negotiating, Mr. Zorn always advises 
having expert technical assistance. The 
same is true in the actual negotiating. 

“Any labor negotiator is just a plain 
damn fool if he doesn’t use the services 
of one of you experts,” he declared. 


CIO Man Speaks 


Willard E. Solenberger, program con- 
sultant of the social security department 
of the United Auto Workers, CIO, said 
there is no single labor viewpoint, for 
labor is composed of many different 
people with differing viewpoints. One 
aim of unions, however, is to have em- 
ploye benefit plans that are a matter of 
right and not gratuities. 

The term fringe benefits, he said, 
should not be taken as meaning un- 
important, as they are not regarded as 
being of fringe importance, for security 
is taken very seriously by the unions. 
There will be increasing concern about 
it in an economy that doesn’t seem able 
to utilize older workers to any great de- 
gree, he predicted. 

From a labor standpoint, Mr. Solen- 
berger said basic concepts about security 
programs include the following: 

1. Benefits are intended to supplement 
government benefits, not supplant them. 
Union stress on government benefits is 
due to a feeling that private benefits 
can’t do it all. There should be a floor 
supplied by the government. 

2. If programs of this sort are prop- 
erly set up they represent a definite 
economic increment. In some cases 
unions have taken a pension plan rather 
than getting the same contribution in 
cash. It would be dangerous and un- 
sound if the men in the shop got the 
idea that it was “for free.” 


Raising Level Comes First 


3. Primary stress has been on getting 
benefits up above the extremely inade- 
quate benefits that have prevailed. This 
has been particularly for the benefit of 
older workers soon to retire. Other fea- 
tures, such as vesting, have had to be 
relegated to a lower priority. 

4. The impact of pragrams, particu- 
larly retirement programs, on public 
policy. 

Mr. Solenberger said that joint ad- 
ministration of benefit plans is sought 
by unions on the ground that the matter 
isn’t closed when the contract is signed, 
sealed and delivered. This joint admin- 
istration, he said, leads to more intelli- 
gent and enlightened bargaining the 
next time pensions come up for discus- 
sion. 

Mr. Solenberger doesn’t believe the 

(CONTINUED ON PAGE 19) 


Silver Anniversary 
of MDRT Draws 383 
fo Set New Record . 


W. T. Earls Succeeds 
Walter Hiller as Chairman 
of Top Producers’ Group 


By ROBERT B. MITCHELL 


BRETTON WOODS, N. H.—A new 
attendance record of 383, an admirably 
organized program with a good balance 
of talent from within and outside the 
membership, plus perfect weather and 
the scenic beauty of this famed White 
Mountain resort combined to make the 
25th anniversary meeting of the Million 
Dollar Round Table one that will be 
remembered for much more than mark- 


ing the completion of the group’s first 
quarter century. , 
The meeting also had the distinction 
of being the first that was not more or 
less adjacent in time and place to the 





Walter Hiller 


W. T. Earls 


annual convention of the parent organi- 
zation, the National Assn. of Life Un- 
derwriters. 

The new attendance record compares 
with a previous high of 347 at the 1949 
meeting, in Cincinnati. 


Earls New Chairman 


William T. Earls, Mutual Benefit 
Life, Cincinnati, was advanced from 
vice-chairman to chairman, succeeding 
Walter N. Hiller, Penn Mutual, Chi- 
cago, who continues on the executive 
committee as immediate past chairman. 
G. Nolan Bearden, New England Mu- 
tual, Beverly Hills, Cal., becomes vice- 
chairman. Herbert P. Karlsruher, New 
York Life, New York City, asked not 
to be continued on the executive com- 
mittee and George Byrnes, Equitable 
Society, Pasadena, and Arthur F. Priebe, 
Penn Mutual, Rockford, IIl., were added 
to the executive group. 

The 1953 meeting of the M.D.R.T. 
will be at the Greenbrier, White Sulphur 
Springs, W. Va., June 29-July 2. This 
continues the tradition of holding the 
meetings at resort spots rather than in 
a city. 

At the dinner Monday given by John 
Hancock, the gathering heard from 
President Paul F. Clark of the Hancock, 
the M.D.R.T.’s first chairman, some- 
thing about the background of the 
Round Table’s formation. He recalled 
that attendance of the bigger producers 
at N.A.L.U. annual conventions was 
falling off so much that it was felt that 
something should be done about it. Mr. 
Clark talked with some of them and 
found they felt there was not much in 
the programs for them, that the pro- 

(CONTINUED ON PAGE 20) 
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Key-Man Market 
"Hot" for Next Few 
Years, MDRT Told 


But Panel Speaks Out 
Against Bank Loan Plans 
as Vehicle for Sales 


BRETTON WOODS, N. H. — The 
market for key-man insurance will be 
“very hot” for the next few years be- 
cause of six factors, said Harry Schultz, 
Mutual Life, Chicago, in the business 
insurance panel at the Million Dollar 
‘Round Table meeting. 

1. The court of appeals decision in 
the Emeloid case, which says that the 
expenditure of corporate money for 
business insurance is a valid expense. 

2. The 1951 revenue act, which 
brought section 22(B)1 under which a 
corporation can pay up to $5,000 to an 
employe’s widow pursuant to a simple 
agreement between employer and em- 
ploye and there will be no income tax. 

3. Section 115(g)3, which improves 
the value of all existing key-man poli- 
cies and allows the corporation to buy 
back the stock to the amount of death 
taxes and that money is not considered 
a dividend, as it used to be regarded. 
All that has to happen is that the indi- 
vidual’s estate is represented by at least 
35% in the stock of that one company. 

4. The widow’s pension which is al- 
lowed for a reasonable period dovetails 
very nicely with 22(B)1 where an em- 
ployer may want to give $5,000 to an 
employe. 


Deferred Compensation 


5. Deferred compensation agreements 
are becoming increasingly popular so 
why not make it easier for corporations 
to carry out their agreements by having 
recipients insured as key men _ prior 
entering into a deferred compensation 
agreement. This is a tremendous mar- 
ket, he said, and agents interested 
should buy the Casey-Lasser book on 
deferred compensation, which is invalu- 
able for this purpose. 

6. The original idea, still very impor- 
tant, of replacing the life value of a 
key man is a very substantial market. 

Mr. Schultz likes to sell on the basis 
where the cash value of the key-man 
insurance is carried as a guaranteed cor- 
porate assets and the cash value sub- 
tracted from the net deposit develops a 
very nominal ledger cost. In fact, at 
some of the younger ages, it can be 
shown that the company makes money. 
All the company is doing is to take the 
money out of the bank and put it into 
assigned surplus. In some service busi- 
nesses, as where a franchise will be lost 
on death of a principal, the business will 
be increased to offset the loss by adding 
the value of the insurance. Companies 
of that type are most receptive to this 
idea, said Mr. Schultz. The members, 
too, were receptive to it, judging from 
the applause at this point. 


People Are Tax-Conscious 


Dan Kaufman, Northwestern Mutual, 
Chicago, said that most people are tax- 
conscious, and interested in thinking out 
loud if the agent appears to be up to 
date. For example, an agent might ap- 
proach a prospect with something like 
this: “Under certain circumstances you 
can now arrange for a sale of a part 
of your stock to the corporation in a 
way that accomplishes the equivalent of 
a tax-free dividend. Let me explain .. .” 

The agent then explains 115(g)3 of 
the internal revenue code, and its pos- 
sible value to the prospect, using this 

(CONTINUED ON PAGE 18) 


LATE NEWS 


Figures developed by Life In- 
surance Assn, show that the total 
premium of all life, A. & H. and 
casualty companies in the con- 
tinental United States from group 
insurance and group annuity cov- 
erage during 1951 went over the 
$2 billion mark for the first time 
in history. Premiums from group 
A. & H. last year were larger than 
that from any other category for 
the first time on record. Premiums 
amounted to $853 million as com- 
pared to $628,900,000 in the pre- 
vious year. 





= = zs 

Union Central Life has ad- 
vanced Marshall C. Hunt, person- 
nel director, to assistant vice-presi- 
dent and Gerald Q. Cecil, 
supervisor of claims, to personnel 
director. Robert H. Stuebing has 
retired as assistant vice-president 
at his own request, after 43 years 
with the company. 


Lester L. Johnson has resigned 
as vice-president of Central Stand- 
ard Life and is not yet prepared 
to announce his future plans. Mr. 
Johnson had been with the com- 
pany for 13 years, mostly on 
agency department duty. He was 
previously with Continental As- 
surance for 18 years and was a 
vice-president at the time of his 
resignation from that organization. 

* * * 


WSB has approved a $5.36 in- 


crease for 15,000 Prudential agents 
throughout the country as agreed 
in the strike settlement contract. 
A similar increase of $4.34 weekly 
was approved for 6,300 Metro- 
politan agents in the midwest and 
east. The board approved six other 
petitions involving hikes. 


Charleston (W. Va.) Assn. of 
Life Underwriters has elected H. 
Ross Pierson president; J. W. Pat- 
ton, 1st vice-president; E. Berlin 
Roberts, manager Commonwealth 
Life, 2nd vice-president; E. C. 
Leonard, secretary; Charles F. 
Fox, associate general agent Kan- 
sas City Life, treasurer. 


Guardian Life has _ increased 
first-year commissions 5% on pre- 


ferred risk, family guardian, 
ordinary, and limited payment 
policies. 

ees 


Continental American Life has 
appointed Louis M. Karpel gen- 
eral agent at Rochester, N. Y. 

* * * 


The new Los Angeles chapter, 
Insurance Accounting & Statistical 
Assn., will adopt a constitution 
and elect officers at the July meet- 
ing. 

=z « 7 


'~B. Carl “Wharton, general agent 


Fidelity Mutual Life, Harrisburg, 
has been elected president Penn- 
sylvania Assn. of Life Underwrit- 
ers. 


<The 
COMMONWEALTH 


Commentary 


“The Doorway to Security” 


What happened to the Savings Dollar? Where 
did it go? Taxes and inflated living costs swallow 
so many dollars that few are left to save. 


More and more people are finding that life insur- 
ance is their only doorway to security, and daily 
more people are joining the family of Common- 


wealth policyowners. 


At the close of 1951 this family had increased con- 
siderably—nearly a million policies were then in 
force and this figure is growing rapidly. 


Backed by their Company’s record of safety Com- 
monwealth Careermen are every day helping 
families from the Great Lakes to the Gulf enter 
Commonwealth’s Doorway to Security. 


INSURANCE IN FORCE, 


June Ist, 1952 — $566,441,388 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 


The Doorway to Security 
a ——— — al 





Easing Mortgage 
Curbs Won't Affect 
Companies’ Lending 


Relief Is Slight; Choosy 
Buyers, Not Heavy Dow, 
Payments, Seen as Snag 


Relaxation of restrictions on down 
payments on houses is not going to 
have any significant effect on life com- 
pany mortgage lending, life company 
loan officers feel. 

In spite of all the publicity attending 
the liberalizations, they are regarded as 
more of a gesture than a serious at. 
tempt to provide a real stimulus for the 
construction and sale of houses, 

The builders, who are the ones most 
vitally interested in getting the regula- 
tions eased, have generally expressed 
disappointment at the trifling amount of 


relief provided. They feel that it w; 
have little effect. sels: 


Market Back to Normal 


; As life insurance mortgage men see 
it, the market for housing is saturated 
in some places while there is still a 
severe shortage in others. In general, 
though, the situation is very much as it 
was before the housing boom started. 
Apparently it isn’t the size of the down 
payment that is holding people back 
but the fact that they are getting more 
choosy and more than a little wary of 
builders who don’t live up to their 
promises, leaving disillusioned owners 
with wet cellars, clay where grass was 
supposed to be, and streets reminiscent 
of ox-trails. 

One mortgage executive saw much 
evidence of this greater discrimination 
among buyers while he was on a recent 
field trip. In one city, for example, 
houses were selling like hot cakes in 
one development, while only a couple of 
blocks away in another development, 
where the houses were poorly built, 
there were a dozen that had been more 
than three months without a buyer. 


Government’s Guarantee Plan 


The government’s proposal to demand 
a one-year guarantee from _ builders 
where veterans are involved would have 
an additional slowing effect on the 
market for houses. 

Even if there should be a greatly in- 
creased demand for mortgage, money, 
life companies are still mindful of the 
probability that after election they, 
along with all institutional investors, 
will be under considerable pressure to 
invest heavily in government bonds, in 
view of increasing defense needs and the 
slowness with which the public is buy- 
ing the E and H bonds. : 

One view that has been expressed 1s 


that the easing of regulation X had. 


nothing to do with whether additional 
housing was necessary or unnecessary 
but was designed mainly to help the 
present inflationary economy continue 
at its existing level. At the same time, 
the authorities were anxious not to g0 
so far as to lead to tying up any Sig- 
nificant amount of investable funds of 
institutional investors that the govern- 
ment might later want to tap for loans. 





Tax Bill Awaits Report 


WASHINGTON—The life insurance 
company taxation bill awaited action 
on the House ways and means commit- 
tee agenda, pending receipt of a formal 
report on the measure by the Treasury 
department. That agency has informally 
suggested to the committee that the 
present formula be changed from 642% 
to TU%. 
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Int rational A. & H. 
Assn. Holds Meefing 
at Asbury Park, N. J. 


John Galloway of Birming- 
ham Elected President— 
Zimmerman Keynoter 


By JOHN C. BURRIDGE 


ASBURY PARK, N. J. — With the 
days equally divided between business 
sessions and recreation, the 300 persons 
registered for the annual convention of 
International Assn. of A. & H. Under- 
writers are meeting here this week. 
Sales and inspirational speakers held 
forth Monday and Tuesday mornings, 
and the afternoons were devoted to 
fishing, golf and horse racing. 

John Galloway, agent of Birmingham, 
Ala., whose principal company is Provi- 
dent Life & Accident, was elected presi- 
dent. Under a new official lineup adopted 
at the council meeting, there are two 
vice-presidents, and these are Bert A. 
Hedges, Wichita, Kansas manager of 
Business Men’s Assurance, and Thomas 
Callahan, Time of Milwaukee. 

Jay De Young of De Young-Kum- 
merow, Chicago, was elected treasurer 
and W. G. Coursey renamed executive 
secretary. Mr. Callahan was chosen 
chairman of the Leading Producers 
Round Table. , 

The meeting was exceptionally well 
organized, but attendance was a disap- 
pointment to the eastern hosts, the Phil- 
adelphia, New Jersey, Baltimore and 
Brooklyn associations, However, the 
delegates turned out in good style for 
the business gatherings. 


Zimmerman Key-noter 


The keynote talk, and the outstanding 
address of the meeting, was given by 
Charles J. Zimmerman, managing direc- 
tor of Life Insurance Agency Manage- 
ment Assn. In forthright fashion, Mr. 
Zimmerman brought up what he con- 
siders the leading problems of the 
A. & H. business, and he urged the 
agents to take the lead in finding solu- 
tions, remarking that it has been his 
experience that the initiative in changes 
comes almost always from the field and 
not the home offices. 

Mentioning loss ratios, he said a 50% 
return may not be enough, and one rea- 
son the companies cannot afford more 
is that they pay 35 or 40% each year 
for the business. Another “more equi- 
table’ means of paying commissions 
may have to be developed, he suggested. 

A. & H. insurance is a commodity 
that has to be sold rather than mer- 
chandised, Frank Walton, field director 
of Mutual Benefit H. & A., said in his 
talk at the opening session. He backed 
up his point by noting the comparison 
of refrigerators, which, he said, were 
owned by only 6% of people having 
electricity in 1920 but in 1930 the per- 
centage was 30.and now is about 87. 
People buy refrigerators, he asserted, 
os do not need to be sold on their 
value. 


Salesman Always Needed 


There will always be the necessity of 
a salesman for A, & H., he predicted. 
To tailor the individual program and 
convince the prospect that he should 
buy, nothing can replace the efforts of 
the agent. 

Most people don’t interpret the need 
for A. & H. in terms of their own 
family situation, Mr. Walton remarked. 
That is something that has to be im- 
pressed on them by the agent. He re- 
called a doctor who five years ago was 

(CONTINUED ON PAGE 18) 


‘MDRT ESTATE PLANNERS 





Panel Discusses Inflation 
“Excuse”, Marital Deduction 


BRETTON WOODS, N. H. — The 
marital deduction, the inflation objec- 
tion, the tax-free death benefit corpora- 
tions can now pay, and cooperation with 
attorneys, and other estate-planning mat- 
ters were treated by a panel of experts 
at the Million Dollar Round Table 
meeting. Kenneth R. Mackenzie, New 
England Mutual, Boston, was modera- 
tor, other participants being Adolph E. 
Gillman, Northwestern Mutual, Balti- 
more; Sadler Hayes, Penn Mutual, New 
York City, and John Kellam, National 
of Vermont, New Canaan, Conn. Her- 
bert P. Karlsruher, New York Life, 
New York City, M.D.R.T. executive 
committee member, presided. 

It sometimes happens that an estate 
owner doesn’t want to rearrange his 
estate to take advantage of the marital 
deduction. Mr. Hayes said such a per- 
son is a good prospect for life insur- 
ance. The owner of a $300,000 estate 
can raise his estate another $300,000 
with life insurance by making it qualify 
for the marital deduction the tax is 
exactly the same as on the $300,000 
without qualification. 

Mr. Mackenzie pointed out that even 
though there is an estate tax liability in 
the future on what the wife leaves, yet 
the income from the estate during the 
widow’s lifetime is a large amount if 
she lives for some years and despite the 
tax at her death there is still a substan- 
tial amount to pass on. He agreed with 
Hayes that agents ought to sell more 
“wife insurance.” 

Mr. Kellam was asked about the ap- 
propriateness of life insurance as prop- 
erty to qualify for the marital deduc- 
tion. He said it is the very best. 

Asked what arguments he’d found the 


most effective in combatting the infla- 
tion objection, Mr. Kellam said he tries 
to avoid the question of inflation or de- 
flation, as no one can win such a debate. 
He tells the prospect he frankly has no 
idea whether there will be continued in- 
flation, or some deflation as has always 
happened before. He goes on to tell him 
that it should be possible to analyze 
the problem. It is easy to show the 
prospect that if he dies in the early 
policy years the death benefit is so 
much larger than the premiums, that the 
family will be more than compensated 
for any conceivable degree of inflation. 
Where limited-pay life is involved it 1s 
possible to show that paid up insurance 
value plus dividends are sufficient to 
exceed the funds deposited to exceed 
any degree of inflation there might be 
subsequently. The inflation argument is 
thus reduced to where if the prospect 
lives and wants to use the cash values 
for his own benefit the cash value dol- 
lars might be reduced, if there is con- 
tinued inflation but on the other hand 
their value would be increased if there 
were deflation. However, Mr. Kellam 
emphasizes to the prospect that he 
doesn’t know whether there is going to 
be inflation of deflation. 


Available for Later Investment 


Mr. ‘Kellam also shows his prospects 
how cash values are available either by 
surrender or loan and if he were con- 
vinced inflation was ahead he could get 
these dollars for investment in equities 
or whatever he might think would be 
the best hedge against inflation. Mean- 
while, if he has a substantial hedge of 


insurance protection and there is subse- 
(CONTINUED ON PAGE 18) 











points of the thrower. 





Heavy Ball 


A baseball player finds it difficult to describe what is 
known as a heavy ball. He recognizes a heavy ball 
when it is thrown at him, but he does not know just 
what there is about the throw that causes it to be a 
heavy ball. What the pitcher flings is not simply a fast 
ball, nor a curve, nor a drop of some particular kind, 
but there is something about it that is hard on the 
catcher. Thrown baseballs are not as easy to catch as 
a feather, but a heavy ball has something of the impact 
of iron. Some infielders always throw a heavy ball, 
punishing to the hand of the first baseman. 


The man who throws a heavy ball is usually a good 
player and valuable in team play, which is proved by 
the fact that he has been kept on the team. Often he 
is good enough to make the big leagues. His teammates 
do not enjoy catching the heavy ball, but they are will- 
ing to take the punishment because of the other good 


In any business organization you may find a man who 
is able and valuable—but difficult. His associates real- 
ize that not everybody can be easy so they simply ac- 
cept the thought that he throws a heavy ball. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Zimmerman Asks 


If A. & H. Needs 
Are Being Met 


Questions Fairness of 
Flat Commissions, 
Hospital Emphasis 


ASBURY PARK, N. J.—Asking the 
delegates to the annual convention of 
International Assn. of A. & H. Under- 
writers here if the A. & H. business is 
meeting the needs and desires of the 
public, Charles J. Zimmerman, manag- 
ing director of Life Insurance Agency 
Management Assn., in a challenging ad- 
dress warned that the government is 
ready to take over where the industry 
fails. He said he isn’t sure whether the 
A. & H. companies are meeting public 
needs as to types of policy and extent 
of coverage. 

Are you_ taking only the cream of 
the market?” he asked, wondering if 
there has been an exclusion of the low 
imcome group. He was interested, also, 
in the problem of providing coverage for 
severity rather than frequency needs, 
noting that hospitalization, for example, 
1s easy to sell, but that is not the cover- 
age that most people need. “Are you 
taking the easy, rather than the right 
way?” he queried. 


Frank Discussion of Commissions 


Mr. Zimmerman was frank in his dis- 
cussion of commissions, declaring that 
the companies can’t give the public a 
fair ratio in claims when they are paying 
35 to 40% a year to put and keep the 
business on the books. The public may 
not now be getting a “fair shake” in its 
return on the premium dollar, he said, 
commenting that $1 paid back for $2 re- 
ceived is an unsound condition and 
“must be corrected.” 

Agents’ compensation may not be 
equitable and adequate and a “more 
equitable’ program may have to be set 
up, he suggested. “If the agent receives 
more than he earns, the policyholder 
receives less than he deserves,” Mr. 
Zimmerman remarked. 

Throughout his address, Mr. Zimmer- 
man stressed that any motivation for 
change will have to come from the field, 
stating that in his life insurance experi- 
ence nearly all changes have come from 
the agents up and not from the home 
office down. 


Producers Have Responsibility 


The producers have the responsibility 
to inform their companies of the needs 
and wants of the public, and the further 
responsibility of telling the public about 
A. & H. insurance—how it operates and 
the philosophy of the business, he con- 
tinued. Other duties of the producers 
he listed as: Selection of qualified pros- 
pects, rendering of proper service, and 
proving essential protection. Essential 
protection he defined as selling the great 
majority of people the necessary cover- 
age at a price they can afford to pay. 

There is a need, if this is to be ac- 
complished, to educate the public, the 
doctors, the hospitals and the insurance 
companies as to their responsibilities, 
he said. He urged the agents to sub- 
ordinate their interests to those of the 
public, even though at times these inter- 
ests may appear to be contrary, com- 
menting that in the long run the inter- 
ests of the public and the agents are 
the same. 

Mr. Zimmerman, taking as his premise 
that the eventual survival of any business 
depends on the needs and desires of. the 
public and the extent to which the prod- 
uct meets those needs and desires, of- 

(CONTINUED ON PAGE 9) 
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4 
MDRT SESSION 
Cites Dangers of 
10-Payment Life 
Bank Loan Plans 


BRETTON WOODS, N. H.—The 
business insurance “room-hopping” ses- 
sion at the Million Dollar Round Table 
meeting, at which Dan A. Kaufman, 
Northwestern Mutual, and Carl P. 
Spahn, Equitable of Iowa, both of Chi- 
cago, acted as co-hosts, was crowded 
with participants. 

Denis B. Maduro, New York City at- 
torney, dropped in and he was asked to 
take the “hot” subject of bank loans on 
10-payment life. He said that he had 
been against the idea at the Swampscott 
session in 1947 and he had warned 
against its use at that time. 

He feels that it is bad from an institu- 
tional standpoint, as such a_ proposal 
has to contain certain misrepresentations 
if it is presented strictly as a tax saving 
device. For example, the prospect doesn’t 
have to buy life insurance in order to 
deduct interest paid on the loan, He 
can borrow the money for any purpose 
and deduct the interest payment. The 
usual 10-payment life bank loan ap- 
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proach intimates that it can be done only 
through the life insurance method. 

In some cases the device is legitimate. 
The 10-pay bank loan idea is all right in 
cases where it is used primarily to pro- 
vide protection rather than to save taxes, 
Mr. Maduro pointed out. For example, 
a young man with heavy family responsi- 
bilities might be assured of an inheritance 
10 years later. In such a case the 10-pay 
bank loan plan might be the only way 
he could afford to provide the needed 
protection for his family. 

Mr. Maduro said he was not so con- 
cerned about the bank loan idea if he is 
100% certain that the prospect knows 
all the facts and knows exactly the type 
of deal he is entering into. 

Mr. Kaufman said he feared adverse 
legislation if the plan continues in use, 
as those employing it are taking advan- 
tage of laws which were not intended 
for such use. 


Reformations Present Problems 
Emanuel A. Hyman, Mutual Life, 
Baltimore, said the possibilities that 


closed corporations may be reformed as 
partnerships may present a problem in 
regard to insurance on the lives of key 
men that is owned by the corporation. 
For example, if the majority stockholder 
becomes uninsurable there is a ques- 
tion of how the insurance on his life can 
(CONTINUED ON PAGE 9) 
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PERMANENT 
EQ PROTECTION 


at Guaranteed Low Cost 





; For a guaranteed low cost Whole Life Plan, careful buyers 
are choosing the Manufacturers Life’s Guaranteed Maximum 


Protection Plan. 


> G.M.P. offers ideal life coverage for the young family man 


whose need is for maximum protection per premium dollar 
plus the accumulation of an emergency cash reserve. 


» @ Available ages 15-70 


@ Minimum coverage—$5,000 


@ Substandard 


@ Non-participating 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 


YOUR OWN COMPANY FIRST... THEN 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 





Los Angeles Portland | 
Newark Saginaw | 
Philadelphia San Francisco 
Pittsburgh Seattle 





MDRT MEETING 


15 Million Group 
Lite Potential 


to Insure: Glasser 
BRETTON WOODS, N. H.—Dur- 


ing the “room-hopping” session many 
participated in the discussion of group 
insurance at which Joshua B. Glasser, 
Continental Assurance, Chicago, was 
host, assisted by Edward W. Rosen- 
heim, Penn Mutual, Chicago. 

Mr. Glasser presented some colorful 
wall charts, which he had prepared es- 
pecially for the meeting to demonstrate 
that fact that group insurance market 
possibilities are still far from the satura- 
tion point despite the tremendous growth 
of the business in recent years. 

There are nearly three times as many 
employers with 25 or more employes 
as there are master group life insurance 
contracts in force. There are about 75,- 
000 master contracts in force and about 
220,000 employers with 25 or more in 
their organizations. Although there are 
65 million persons employed, only 34 
million are covered by group insurance. 


Sees 15 Million Potential 


Mr. Glasser estimates that group life 
| insurance protection is available for 
about 15 million more. The objective in 
group life is to provide one year’s in- 
come. At the end of 1950 the average 
group certificate provided $1,750 protec- 
tion while the average family had $5,400 
income. There should be twice as much 
group life in force, Mr. Glasser asserted. 

A new field is opening up in the form 
of group life covering dependents. Such 
coverage, subject to maximum amount 
restrictions, is now available in 29 states. 
There is only $150 million of such cov- 
erage now in force so the potential 
market has been hardly scratched. 
There is also a big field open for credit 
group insurance, especially with easing 
of credit regulations, Mr. Glasser said. 
This coverage has shown a marked de- 
velopment but still has vast possibilities. 


Favors Contributory Plans 











Mr. Glasser favors contributory group 
plans, although he recommends that 
contributions be on a graded basis so the 
esgic employes pay considerably 
ess. 

Mr. Glasser’s wall charts showed the 
growth of group life, group A. & H., 
hospitalization, surgical and medical pay- 
;ments. Only about half as many people 
|/have group A. & H. (weekly benefits) 
as have life insurance, he said. A group 
|“opportunities” chart showed compari- 
isons of business in force and the poten- 
tial markets. 

Mr.’ Glasser distributed copies of a 
new booklet he had prepared on group 
insurance which contain a digest of the 
principal group coverages with short 
explanations of their use and applica- 
tion. In the discussion the problem was 
raised regarding coverage for retired 
workers. In some cases employers are 
faced with a heavy load because of the 
cost of coverage for older and retired 











workers. Mr. Glasser told of one instance 
where one employer had _ purchased 
single premium policies to remove this 
load from the annual cost of the plan. 
If the employe is given no rights to the 
cash value and the benefit is restricted 
to a death benefit, favorable tax treat- 
ment.is usually accorded. 


DeJean Heads Life & Cas. 
District at Baton Rouge 


Life & Casualty has advanced Charles 
W. DeJean to district manager at Baton 
Rouge. Mr. DeJean. has been  super- 
intendent at Lafeyette, La., and led all 
superintendents of the company last 
year. He started with the company in 
1940, and led all agents during 1948 
and 1950, being promoted to superin- 
tendent the next year. He was in the 
army in the recent war. 

The. company has. advanced. the fol- 





——— 
lowing agents to superintendents: JIM 
Davis, El Dorado, Ark.; R. E. Rhodes 
Paducah, Ky.; A. Lorio, New Or. 
leans; A. H. Bruce, Charlotte; Frank 
Rygle, Greenville, N. C.; Frank Fowler 
Knoxville; J. B. Alderson, Clarksville’ 
Tenn.; J. E. Smith, Shreveport. D, y 
Rogers, superintendent at Newport 
Tenn., has transferred to Knoxville. ’ 


WSB Approves File 
by Employer Alone 


WASHINGTON — Wage Stabiliza- 
tion Board has issued resolution 9g 
under which it will accept petitions for 
approval of health and welfare or pen. 
sion plans where they are on file by 
employers alone, though employes are 
represented by two or more unions and 
issues involved have never been subject 
to collective bargaining. 

This procedure will facilitate process. 
ing of a hundred cases filed unilaterally 
by employers which have been clogging 
the docket. It is favorable to the insyr- 
ance companies whose plans have been 
held up for lack of the signature of the 
union officials. 

Under the resolution, petitions will 
be processed if specific steps are taken 
to inform the union involved of the pro. 
posal and of the employer’s intention 
to file unilaterally. This can only be 
done if the unions do not protest the 
filing or processing. 


Must Circulate to Unions 


The employer must circulate a. copy 
of the proposal to each union requesting 
its reply within 10 days. The employer 
then submits the unilateral filing to 
the board with a petition, a list of 
unions having bargaining rights, a copy 
of a proposal and letters to unions and 
all responses received. 

If the union does not respond to 
the employer’s inquiry, the board will 
notify the union by registered mail of 
the filing and allow 10 days for it to 
indicate whether it objects to petition 
processing and reasons for objection. 

The petition may be then processed as 
to employes represented by unions 
which do not object to filing or have 
failed to answer inquiries. If a union 
objects, the petition will be handled 





under normal procedures wherever em-. 


ployes are represented by unions. 





Protest Mortgage Propping 

WASHINGTON — Life Insurance 
Assn. filed with the House banking 
committee this week a protest against 
that provision of the Senate housing 
bill increasing by $900 millions the Fed- 
eral National Mortgage Assn. fund for 
guaranteeing mortgages. 





The Browning agency of Canada Life 
at San Francisco between May 15 and 
June 15 produced $1 million of written 
business. Charles S. Browning and two 
qualified agents are attending the an- 
nual convention of Canada Life at 
Murray Bay, Que., June 23-28. 





WANTED AGENCY 
SUPERVISOR 


One of the smaller, well man- 
aged and financially sound 
companies needs a man with 
sales ideas and a lot of drive 
to work directly under the 
president to develop an agency 
force. This is an ideal oppor- 
tunity for an aggressive man 
to work into an executive posi- 
tion quickly. Salary open. 


$30 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 


FERGASON PERSONNEL |. 
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MDRT “ROOM-HOPPING” 
Taxes, Inflation 
Open Doors for 
Deferred Pay Plans 


BRETTON WOODS, N. H—A 
ssion on deferred compensation 


ively se n 
pe was a feature of the “room-hop- 
ping” Sunday evening at the annual 
meeting of the Million Dollar Round 
ble. é : 
Take deferred compensation discus- 
sion was led by Charles H. Weiss, 


England Mutual, New York City, 
pie _- Harold N. Sloane, Con- 
tinental Assurance, New York City. : 
Mr. Weiss distributed an outline of 
his deferred compensation plan show- 
ing how such a plan. solves problems 
for both the corporation and the em- 
ploye. Considerable interest was evi- 
denced in the new $5,000 tax-free pro- 
vision for widows, which 1s a restricted 
type of deferred compensation. 
“It is possible to devise such a plan 
to cover all key employes under con- 
tract, whether or not they are insur- 
able. with the assumption that the “tax 
profit” on the insurable can be used 
to help pay the cost of the plan to the 
employed for the uninsurables. 


Denis Maduro’s Views 


In another session, Denis B. Maduro, 
New York ‘City attorney, suggested a 
similar plan. In applying section 22 
(B) 1 he said the employer should use 
the same approach as if he were pro- 
viding group insurance. 

Mr. Weiss said the employer should 
figure how much it would cost to fund 
the plan to pay the cost of the $5,000 
(or lesser amount) for the participat- 
ing employes, less the tax savings on 
the payments. For example, if an em- 
ployer is in a 52% tax bracket, the net 
cost of the payment to the widow is 
only 48%. Then the insurable em- 
ployes can be insured for the amount 
needed to finance the plan for both the 
insurables and non-insurables. 

Mr. Weiss pointed out the possibili- 
ties of using the idea suggestion in the 
last line of paragraph 19 of the social 
security integration regulations in re- 
gard to profit-sharing plans which con- 
siders payments of 9% of the employes 
income over $3,600 under a_ profit- 
sharing plan as integrated. Such a 
plan, if established for those earning 
$3,600 will provide the executives with 
substantial retirement incomes. He 
suggested that 10% of profits before 
taxes be put in such a plan but not 
to exceed 9% of the payroll over $3,600 
a year. 


Stockholder Approval 


Henry S. Foreman, Mutual Life, 
Chicago, raised the question whether 
or not it is necessary to secure stock- 
holder approval of deferred compensa- 
tion plans for executives of public cor- 
porations. The consensus appeared to 
be that it wasn’t necessary to ‘have ap- 
proval to purchase key-man insurance 
to finance the plan. but the contract 
with the employe might be subject to 
approval. 

An example of the need ifor deferred 
compensation was cited by Lawrence 
Y. Crump, John Hancock, Chicago. 
Two men started ‘a business six years 
ago. It is a corporation and one prin- 
cipal owns 25% of the stock and an- 
other owns 30%, while the balance is 
owned by the public. The stock is 
Paying dividends and the principals’ 
incomes .on a salary plus dividends 
basis is now more than $100,000 a year 
with Uncle Sam taking a huge cut. 
They are considering reducing their 
salaries and using a deferred compensa- 
tion contract. . 

Mr. Weiss explained how Milton 
Berle, the television star, had done this. 
He had a three-year contract paying 
him $500,000 a year. He got the broad- 
casting firm to rewrite for $50,000 a 
year for 30 years with the provision 


that Mr. Berle would actively work for 
20 years and continue in an advisory 
capacity for 10. 

One of the difficulties in rewriting 
an employment contract to provide for 
less current income and replacing the 
“cut” by a deferred compensation con- 
tract, Mr. Weiss noted, is that the 
deferred compensation contract won't 
do any good from a tax reduction stand- 
point unless it is conditional and for- 
feitable. Otherwise the value of such 
a contract would be considered con- 
structive receipt of income. Sufficient 
uncertainty must be introduced in the 
contract so that it is impossible ta value 
it. 


The executive is in the nature of a 
creditor when he works under a de- 
ferred compensation contract and he 
must take his chances that he will get 
his income. The big question is whether 
the executive who takes a cut in salary 
which will be replaced by a deferred 
compensation contract will exchange a 
sure thing reduced by high taxes for 
an uncertain income with a tax advan- 
tage if he eventually receives payment. 

Under deferred compensation plans, 
the employer makes the agreement 
with the employe in a separate trans- 
action and turns around and insures 
his assumed liability with insurance con- 
tracts. The question was also raised 


regarding the “duties” of an executive 
who is willing to take a cut in order 
to secure a deferred compensation con- 
tract. It was generally agreed that his 
duties should be different, at least for 
corporate resolution purposes or else 
later, if his income is raised, the ques- 
tion of unreasonable compensation might 
be raised. 


Money Hard to Accumulate 


Deferred compensation plans are ex- ° 
tremely appealing, as present taxes and 
living costs make it virtually impossible 
for anyone, no matter what his income, 
to make any substantial accumulation 
out of his compensation, said Mr. Weiss, 








JOHN A. SIMPSON 


After 19 years as teacher, 


principal, and school 
superintendent (with 


income around $2,500 per 


year), and 5 years in the 
Army and Air Forces, 


John A. Simpson decided 
to devote full time to the 


business of selling 


Franklin Life “exclusives.” 
At the close of his military 
career in 1946 his full time 
sales activities commenced. 


Here is the record of his 
cash earnings since 
that time: 


1946... $ 5,306.76 


1947... 9,096.13 
1948... 12,137.73 
1949... 12,060.01 
1950... 11,754.64 
1951... 13,431.31 


















Over *11,000 


F. J. O’Brien, Vice-President 


Springfield, Illinois 
Dear O’B: 


average 


for past five years 


Franklin Life Insurance Company 


As I look back over the many years I spent in the 
teaching profession I am happy that I took the advice 
of a Franklin Life representative and started selling 
for the “Friendly Franklin,” as a part time agent. I 
quickly saw that I would be able to provide for my 
family the many things that a good income would 
give, so I was soon selling full time. 

I spent 19 years teaching and 5 years with the Army 


and Air Forces. After discharge with the rank of Lt. 
Colonel, in 1946 I started back in insurance with the 
best company of all— the Franklin Life. My income 
began to increase rapidly, and with the cooperation 


of the Home Office, and our wonderful exclusive sav- 
ings programs, I have averaged better than $11,000 


for the past five years. 


With the Franklin, there is no limit to what a man 
can build. Our attractive contracts and sales aids 
help the field man to forge ahead. The inspiration one 
receives in attending the super Franklin conventions, 
and the constant interest shown in field men by 
President Becker and other Home Office executives 
will always be a spur to higher goals. 

I enjoy the many opportunities of my work, I have 
qualified for many of the Franklin clubs and am 
especially proud of belonging to the exclusive Sixty 


Club. 


Sincerely, 


, John A. Simpson 


Ld 


CHAS. E. BECKER, PRESIDENT 
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Activity Balance 
Key to Success 


Adam Cites Danger 
of Over-Specialization 
to Company, Agent 


Both the individual agent and the life 
insurance company face the necessity 
of achieving bal- 
ance between their 
varied activities, 
Malcolm Adam, 
president Penn 
Mutual Life, de- 
clared at the an- 
nual meeting of 
the Million Dollar 
Round Table at 
Bretton Woods, 
N. H. 

He admitted 
that in the process 
of balancing few 
companies have Maleolm Adam 
been able to re- 
main top-flight in the three major cate- 
gories of investment, operations, and 
production. 

Mr. Adam said there have been great 
pendulum swings from liberal to con- 
servative extremes by life insurance 
companies and these swings are so up- 
setting, particularly to the field forces, 
that they are to be avoided if possible. 
Despite these variations, when you 
analyze the overall results of the hun- 
dred year old companies, there isn’t a 
great deal of difference between them, 
in spite of what may be happening at 
the particular moment. 

“What is the reason?” It is simply 
that these overall results come from four 
or five sets of managements and history 
shows that if one period of manage- 
ment gives a good performance, the 





next usually gives a poor performance 
and the next usually gives an over- 
whelmingly good one. 

“I said earlier that the long-range 
nature of life insurance makes balance 
imperative. In a way, this element of 
time is a weakness in our business, for 
it enables companies to survive eras 
of poor management and this, in turn, 
makes it possible for mediocre manage- 
ment to stay in office too long—until 
death or retirement.” 

Into the Blue 

Getting in the blue collar market is 
even more important for a well-balanced 
company than for an individual agent, 
because the agent can better afford some 
degree of specialization, Mr. Adam de- 
clared. 

The necessity of balance and the 
danger of over-specialization were dem- 
onstrated by agents who specialized in 
group insurance and _ pension plans. 
About a year and a half ago, when wel- 
fare and pension benefits were suddenly 
frozen, some of the specialists found 
themselves high and dry as far as their 
chosen market was concerned. 

Mr. Adam said that the decrease in 
the teen-age group since 1940 is going 
to present a great challenge to the 
dexterity of the balancing agent in the 
next few years. “If any of you have 
had occasion to try to hire young high 
school graduates lately you have already 
felt the effect of the low birth rate of 
the early years of the depression. You 
are soon going to feel it, too, in a 
marked drop in the number of new 
prospects entering the important young 
adult age group. 

“But to the smart, well-balanced 
underwriter, forewarned is forearmed. 
The smart underwriter is going to do 
a better job of holding on to his old 
clients. When you sell a young man 
you are going to become his life in- 
surance advisor and remain his life in- 
surance advisor. And you are going to 
sell him again and again as his needs 
change and his ability to buy grows. 

(CONTINUED ON PAGE 9) 
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House Okays Social 
Security Increase, 
Disability Waiver 


The House gave formal approval by 
roll call 360 to 22 to legislation increas- 
ing social security benefits at least $5 
a month for those now receiving social 
security payments and those who retire 
in the future. This was legislation 
which was defeated last month and 
brought back again for this passage 
minus controversial provisions which 
called for physical examination by the 
federal security administrator for those 
benefiting from disability provisions. 
However, the bill passed provided that 
disabled persons granted a freeze of 
social security status must furnish dis- 
ability proofs such as the administrator 
might require. Representative Reed, 
who led the fight against the bill, de- 
clared that the change of language was 
provided to make the measure more 
palatable, but as it stands, the present 
wording actually gives the administrator 
more power. 

The passage of the measure was 
desired by many congressmen as a way 
of getting out of the difficult position 
in which they found themselves with 
constituents after voting against a simi- 
lar measure last month. Apparently 
many Republicans and other opponents 
of the original bill felt that it had been 
modified to meet the objections or that 
it bore the seeds of socialized medicine. 

The bill, originally sponsored by Rep. 
Doughton, calls for: 

(1) A monthly increase of $5 or 
121%4%, whichever is larger, in payments 
to retired persons already on the rolls. 

(2) A $5 monthly boost above the 
present formula for persons who retire 
in the future. 

(3) Proportionate increases for wives, 
widows, children and other beneficiaries. 

(4) An increase from $50 to $70 in 
the amount of earnings a retired person 
may obtain monthly and still receive 
all social security benefits. 

(5) A freeze of the social security 
status of totally disabled persons, so 
that retirement benefits will not be 
diminished by a calculation of their non- 
productive years in figuring the benefit 
payments. 


Credit Life Proposal by 
N. Y. Interests Insurers 


NEW YORK—The proposed amend- 
ment of regulation 27 covering insurance 
on borrowers or purchasers of personal 
property on.the installment or deferred 
payment plan-has attracted considerable 
interest in the business. A hearing will 
be held at 10 a.m. July 1 at 61 Broad- 
way here, by Deputy Superintendent 
Murphy of the New York department. 

The regulation would be extended to 
cover among other things credit life. 

This appears to be one of the most 
important changes and deals with the 
distribution of any dividend or rate 
adjustment refund under group credit 
life policies on which the premium is 
paid in whole or in part by the borrower 
or purchaser. Here the proposal is to 
confine the distribution to the borrower 
or purchaser on an equitable basis or 
apply it to reduce renewal or subse- 
quent years’ premiums for the coverage. 





—. 


Credit life insurers have long followed 
the policy of returning this refund o 
dividend to insured—the owner of th 
property being sold on the installment 
basis or the financial institution makip 
the loan. Presumably the return 7 
dividend or refund to insured and the 
amount of such return have playe; 
an important part in the competition for 
such business. Credit life insurers poin, 
out that insured has expenses in ¢op. 


nection with the handling of the . 


surance, for which provision is not mage 
other than by way of refund. It Will be 
interesting to see if a practical ar. 
rangement can be worked out to enable 
the insured to recoup demonstrable ey. 
penses. 

That these refunds are substantial js 
illustrated by the story of one man who 
was buying paper and. discounting jt 
The refund on the credit life insurance 
made up the loss that he had taken 
by way of the discount and still pro. 
duced him a profit. 


Crichton Resigns as 
W.Va. Commissioner 


‘Robert A. Crichton, West Virginia 
commissioner, has resigned to take up 
private law practice at Charleston. The 
resignation is effective July 1. Gov. Pat. 
terson has not named a successor. 

Mr. Crichton, who at 27 was the 
youngest insurance commissioner in the 
nation when appointed in 1949, was edu- 
cated at West Virginia University and 
Harvard and was an_ instructor jn 
economics at West Virginia. He had 
never served in a public office before 
being named commissoner. — 

Soon after his appointment, the de. 
partment was expanded and divided 
into two sections with a deputy re. 
sponsible for each. One is concerned 
only with fire and casualty insurance and 
the other with life and A. &. H. Mr, 
Crichton has been active in National 
Assn. of Insurance Commissioners, es- 
pecially in the field of proper regula- 
tion of Blue Cross and Blue Shield 
plans. 


Mass. Mutual Ownership 
of French Lick Hotel Pends 


Approval of Federal Judge Steckler 
was awaited at Indianapolis of a plan 
to transfer ownership of French Lick 
Springs hotel to Massachusetts Mutual 
Life. Under the plan, Massachusetts 
Mutual would receive 2,500 shares of 
stock from the present owner, John B. 
Cabot. The plan has been approved by 
Bankruptcy Referee Rickles and. filed 
with the court. Massachusetts Mutual 
holds a_ $1,550,000 mortgage on the 
hotel and has been attempting to fore- 
close. 

The plan calls for payment of $184,000 
to Fidelity Trust Co., trustee for the 
hotel, to meet costs of closing the ar- 
rangement. Back taxes amounting to 
$15,000 also would be paid and $62,000 
would go to creditors. Mr. Cabot would 
receive $25,000 and title to 158 acres of 
farm land owned by the hotel corpora- 
tion. Mr. Rickles in his report to the 
court recommended that the plan be 
made effective on June 30. 











Carl W. Eagle, supervisor sales 
schools, Aetna Life, recently marked 25 
years with the company. 














WANTED — LIFE MANAGER TO GO ABROAD 


To operate a branch office or hold responsible management position 
foreign home office, must have both agency and home office experience. 


Foreign experience desirable 
Age: 30 to 35, married or single. Salary, open. 


Reply confidentially in own handwriting, giving educational back- 
ground, experience and personal data. 


Address Box 620, The National Underwriter, 
99 John St., New York 38, N. Y. 
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MDRT SESSION 
Group in Lieu of 
Terminal Renewals 


Stirs Interest . 


BRETTON WOODS, N. H. — In- 
tense interest in the Manufacturers 
Life’s use of group insurance as a sub- 
stitute for the agent’s post-mortem re- 
newal commission payments was ex- 
pressed at the Million Dollar Round 
Table discussion of planning the 
M.D.R.T. member’s estate. 

This discussion took place in the 
room-hopping session, the room being 
that at which E. J. Mintz, New York 
Life, Salinas, Cal., and Leo P. Mirsky, 
New England Mutual, New York City, 
were co-hosts. 

The basis of the Manufacturers plan 
is that on the agent’s death his estate 
or other beneficiary receives as group 
insurance an amount equivalent to five 
times the renewal income he received 
during the previous year. It remains 
constant during the year, although vary- 
ing from one year to another, permitting 
the agent to know at all times what his 
estate would realize on his renewal ac- 
count should he die during the current 
year. There is no maximum limit on 
the amount of group coverage thus pay- 
able. 

Believed on Sound Ground 


This plan of payment is believed to 
be exempt, as life insurance proceeds, 
from being held to be taxable as income 
under U. S. revenue laws. Prominent 
tax counsel believe that the Manufac- 
turers type plan is sound from a tax 
standpoint. Mr. Mintz pointed out that 
it would involve no added cost to the 
company, since the payments would be 
in lieu of what it would be paying any- 
way. 

Until some plan like Manufacturers’ of 
a plan leveling renewal income is adopt- 
ed by his company, the consensus was 
that the agent’s best bet was to make 
use of multiple trusts. This has the ef- 
fect of greatly minimizing the impact of 
the graduated income tax on the high 
income from renewals before they start 
to taper off following the agent’s death. 

In using multiple trusts, there have 
to be reasons other than tax advantages 
to justify their use, or the plan will 
lose its tax advantage. Each trust has 
a $100 a year income tax exemption on 
income received bv the trust. There is 
no income tax when the trust corpus 
is paid out. Earnings of the trust are 
taxable to the trust or to the recipient 
when received. 








Anthony Foresees 
Business Going Up 


Addressing the 50th anniversary of 
his company at Wentworth-by-the-Sea, 
N. H., Julian J. Anthony, president of 
Columbian National, hazarded the con- 
clusion that business is going to con- 
tinue upward over the long cycle. The 
trend of increasing prices, increasing 
wages and higher standards of living 
will continue but at the more normal 
rate of increase rather than the ac- 
centuated rate of two years or so ago. 
He was aware that many of the older 
men who are trusted advisors think that 
the country is going into a depression, 
but opines that these men were brought 
up in a different period and different 
Circumstances and have never com- 
pletely understood the economic forces 
hat are the strongest today. 
Admits Period of Uncertainty 
_Mr. Anthony admitted, “We've had a 
cent period of uncertainty in business. 
Or some months now the stock market 
$ done nothing except fluctuate back 
d forth with any balance being on the 
whward side. Many industries have 
n troubled with inventories. Com- 


modity prices of all kinds have fallen 


ee a 





. .. the strange part of it is that re- 
tail prices have not reflected these lower 
commodity prices as much as would be 
expected. . Plenty of things have 
gone up, postage stamps, doctor bills, 
airplane _ tickets, automobiles, milk, 
bread and newspapers, everyday things 
that are quite important.” 


People Not Pushing Inflation 


Mr. Anthony said there have been 
many things done lately by the govern- 
ment and its various branches which in- 
dicate that inflation is not as feared as 
it was. He said inflation is and always 
will be a problem that must be guarded 
against, but what is true is that today 
people are not pushing inflation ahead 
faster as they were a year or two ago by 
forward buying, hoarding and all the 
rest. 

Mr. Anthony believes that the in- 
dustry as a whole is not increasing its 
average sale in proportion to better pur- 
chasing ability. Too many are still 
thinking in terms of $2,000 policies and 
not enough in terms of $100 a month 
income and such measures that really 
have meaning. He expressed himself 
as startled to find the average size pol- 
icy has remained more or less stationary 
over the last 50 years. During this time 
the average group certificate nearly 
doubled and the average industrial pol- 
icy considerably more than doubled. 


UCD Insurer 
Wins Another Case 
Over W. C. Carrier 


The California supreme court has an- 
nounced its opinion in another unem- 
ployment compensation disability deci- 
sion of first impression. H. Harold 
Leavey, vice-president and general coun- 
sel of California-Western States Life, 
reports that the company, in an action 
against the industrial accident commis- 
sion involving the claim of one Aguilar, 
has held that where the UCD under- 
writer made payment to the claimant 
and promptly filed its lien the work- 
men’s compensation carrier, if it pays 
the award of the industrial commission 
without first paying the UCD lien, does 
so at its own peril if the industrial com- 
mission award is erroneous. In this case 
the state workmen’s compensation fund 
must now pay the amount of the Cal- 
Western claim, even though it had paid 
the award in full to Aguilar, the claim- 
ant. Sidney L. Weinstock of San Fran- 
cisco and J. Richard Glade of Sacra- 
mento were attorneys for the company. 

This decision means that workmen’s 
compensation carriers cannot defeat the 
lien of a UCD underwriter for advance- 


ments which it has made by paying the 
IAC’s award before the time limit within 
which the UCD carrier may file a re- 
quest for rehearing or file its appeal. 
The time within which such petition 
may be filed is 20 days. 

The decision of the supreme court 
makes the fourth decision in a row in 
which UCD carriers have defeated the 
contentions of workmen’s compensation 
carriers. The first was the case of | 
Bryant vs. I.A.C., decided early in 1951, 
in which the court held that the UCD 
lien extended to awards for permanent 
disability. Then Aetna vs. I.A.C., de- 
cided in March, 1952, held that UCD 
liens extended to amounts paid under 
compromise and release of workmen’s. 
compensation claims. Cal-Western vs. 
I.A.C., decided April 1, 1952, was a 
companion case to the Aetna decision. 

The industrial commission will hold 
a meeting to consider the problems 
arising particularly out of the Aetna 


case and possibly to promulgate certain 
in 


regulations respecting UCD liens 
compromise and release cases. The 
meeting will be at San Francisco 
June 23. 





Aetna Life has appointed Donald S. 
Connell field supervisor. He was for- 


merly assistant general agent at 
Newark. Mr. Connell has been in the 


business since 1945. 





Prudential security plans sell because they serve 





Prudential’s 


Ownership Control Plan sold 
these New Jersey super market owners on their 
need for business insurance. 


Prudential man, Leonard Garrett, placed $10,- 
000 of Modified 5 on each of the four partners. 
Garrett says, “At the start, I met with real sales 
resistance. But with each step in the presenta- 


tion I felt my prospects warming up to the idea. 
Closing was easy. This case practically sold it- 
self, thanks to the Ownership Control Plan. 


Without it I would have lost the sale.” 


If one of these partners should die, the surviv- 
ing partners would have the cash to buy out 
his share. In addition the family of the deceased 
would be protected from a forced liquidation. 


The Ownership Control Plan is a four part sales kit designed to 
sell every type of business insurance case. It makes business in- 


surance easy to understand — eas 


to The Prudential, Newark, N. J. 


y to sell. For details, write 


The above facts ere based on an actual case, but true identities are not given. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
A mutual life insurance company 





aN 





Newark, N.d. Houston, Texas 


Los Angeles, Calif. 


Toronto, Ont. 
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Leaders Hold 
Get Together 


Leading producers of Old Line Life 
of Milwaukee attended the annual busi- 
ness conference 
at the. Edgewater 
Beach Hotel, Chi- 
cago, this week. 
The group to which 
the company was 
host is: composed 
of members who 
qualified. for the 
Star Leader’s Club. 
The theme was 
“Strength Grows 
Out of . Weakness 
Overcome.” The 
1953 gathering will 
be at. Northenaire 
resort near Three 
Lakes, . Wis.,: June 21-24. 

The first business session was held 
Monday, Paul A. Parker, agency di- 
rector, was chairman, The address of 
welcome was made by President J. H. 
Daggett. , 

“It is a recognized fact,” Mr. Daggett 
said, “that without ambitious and 
energetic underwriters, the institution 
of life insurance would never have its 
present position as an economic and 
social force in the nation.” 

In diseussing “Sales Ideas for Today’s 
Market,” Earl M. Schwemm, Chicago 
manager of Great-West Life, said ‘the 
real pay-off in the life insurance busi- 





J. H. Daggett 


ness is not a knowledge of insurance 
but our awareness and knowldege of 
outside influences. Sales will be satis- 
factory as long as selling is geared to 
the times—attuned to present day con- 
ditions. m 

Awareness of outside influences is the 
best known source of measuring in- 
creased job satisfaction. Among those 
influences he listed social security, the 
effects of high taxes and low interest, 
sections of the internal revenue code, 
court decisions, and the basic methods 
of employe compensation. 

“We can go out today and make 
people anticipate the need of insurance,” 
Mr. Schwemm said, “because of outside 
influences. It is not life insurance that 
costs money but the things an individual 
wants to do. Life insurance just provides 
the money for the things that have a 


cost.” 
Also on the program was E. H. 
(Count) Mueller, Milwaukee general 


agent for Provident. Life & Accident. 
His topic was “Greater Profits Today 
and Tommorrow.” 

At the Star Leaders banquet Monday 
prefaced by a reception, new members 
were initiated, insignia. and certificates 
were presented and new officers were 
installed. N. D. Hempe of Mil- 
waukee is the new president, succeeding 
J. E. Clifford of Milwaukee, who pre- 
sided. 

A number of guests attended the din- 
ner, including Lee N. Parker, American 
Service Bureau, and Mrs. Parker; R. H. 
Kastner, American Life Convention, and 
Mrs. Kastner, and C. O. Pauley, 
H. & A. Underwriters Conference, and 
Mrs. Pauley. 

William A. Meyer, district agent at 


















BEQUEST FROM THE POORHOUSE: 
In the pocket of a ragged coat belonging 
to one of the inmates of the Chicago 
poorhouse there was found, after his 
death, a Will. The man had been a 
lawyer. So unusual was it that it was 
sent to an attorney, who was so impressed 
with the Will and its contents that he 
read it before the Chicago Bar Associa- 
tion, and later it was ordered probated. 


. The Will of the ragged old inmate of the 
Chicago poorhouse appears in the July 
issue of R agazine. ... And in 
the same issue is an interesting educa- 
tional and factual article: Advantages to 
Underwriter In Knowledge of Wills and 
Descent Laws. 





Bequest 
From the - 
Poorhouse 


As a life underwriter, you'll find that a 
knowledge of the laws of Wills and of 
the descent and: distribution of property 
in the absence of a Will, can prove ex- 
tremely helpful and profitable to you in 
your sales efforts. Such information pro- 
vides additional and effective approach 
material, enables you to ascertain pros- 
pect’s estate plans more readily, helps 
sell him. on the desirability of an inter- 
view, and builds for you a substantial 
personal prestige. 











You'll enjoy the many features you’ll find 
in the July R & R Magazine—and, above 
all, you'll profit from them. 


If not already a subscriber, be sure to 
send in your subscription TODAY—a $2 
investment that pays 12 monthly divi- 
dends. Be sure tu request: 


Shawano, Wis., a charter member of the 
Old Line Star Leaders’ Club and still 
active in business at the age of 80, was 
especially honored. Five members of his 
family associated with Old Line Life 
are Arthur Meyer, general agent at 
Antigo; Royal, general agent at -Mani- 
towoc: Floyd, supervisor at Antigo; 
Al at Shawano, and Orie at Two Rivers. 
The Meyers have a combined service 
record of over 90 years with Old Line. 
W. A. Meyer started with Old Line at 
Gresham, Wis., in 1915. Al Meyer has 
488 weeks of uninterrupted production. 

With F. S. Talbot, educational di- 
rector, as chairman, speakers Tuesday 
morning were Robert W. Osler, editor 
of The Insurance Salesman; C. G. Ash- 
brook,. executive vice-president and di- 
rector of agencies of North American 
Life of Chicago, and Lewis A. Stocking, 
Milwaukee attorney. 

“From the viewpoint: of the practical, 
practicing lawyer,” Mr. Stocking said, 
‘it is apparent that in an estate ‘too 
many money values, based upon assets 
other than insurance, die or begin to 
die at the time of the death of the de- 
ceased. However,” he stressed, “insur- 
ance proceeds begin to live and let live.” 


The final session started with a break-- 


fast Wednesday, with Merle F: Ryan, 
vice-president, as chairman. An inspira- 
tional message on “The Best Things 
in the Worst Times,” was given by 
Dr. Clark G. Kuebler, president of 
Ripon College. 


_ 


Bankers L. & C. Appeals to 
Court in Employe Ruling 


Bankers Life & Casualty of Chicago 
has appealed to the superior court of 
Cook county from a directive issued by 
J» Edward Day, Illinois director of in- 
surance. Director Day has challenged 
the company’s right to issue insurance 
to its employes on a basis whereby the 
company pays the current year’s cost. 

There are 2,345 policies involved and 
the company contends they are non- 
cancellable and it is without authority 
to modify or cancel them. Bankers 

. & C. has asked for a declaratory 
judgment affirming that its action in 
issuing policies to its employes is proper 
and that Director Day’s directive is 
contrary to law. 

Charles F. Short, attorney for the 
company, said that the issues’ involved 
create some legal questions which have 
not heretofore been decided by the 
courts of Illinois. 








Aetna Life has promoted Fred E. 
LeLaurin, Jr., to assistant general agent 
at Wichita. He has been supervisor at 
Wichita for a year and was an agent at 
Mobile before that, where he was vice- 
president of the life underwriters as- 


DEATHS. 


KENILWORTH H. MATHUS, 32, 
for 11 years advertising manager of 
Connecticut Mutual Life and in, reecnt 
years an advertising consultant, died 
at New Rochelle, N. Y., hospital. Be- 
fore going to Connecticute Mutual he 
had been with Relance Life of Pitts- 
burgh. He was for some years founder 
and editor of the Casualty & Surety 
Journal before going to Printers Ink 
as manager of its book department. 
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BYRON D. EHLERS, 60, assistant 
counsel of Prudential, died at his home 
in Maplewood, N. J. He graduated from 
New Jersey Law school and had been 
with Prudential since 1930. 

WILLIAM F. STOKUM, 59, assist- 
ant vice-president of New York Life, 
died suddenly at New York. Except for 
army service with the 27th division in 
the first world war, he had been with 
New York Life since 1909. He became 
superintendent of the files division in 
1920, chairman of the insurance com- 
mittee in 1945 and asistant vice-presi- 
dent in charge of the life underwriters 
department in 1948. 


May Group Sales, Up 
61%, Break WSB Jam 


Group life sales during May showed 
very strongly the effects of a break-up 
of the bottleneck resulting from WsR 
controls as the sale of new groups jp. 
creased 61% over a year ago. This 
figure represents new groups and not 
additions under contracts already in 
force. ' 

Overall sales of life insurance in the 
U. S. in May showed an increase :of 
18%, according to L.I.A.M.A. figures, 
The total was $2,803,000,000 compared 
with $2,384,000,000 for May of last year, 

Sales of ordinary in May were $1,692, 
000,000. This is an increase of 11%. 
Industrial sales amounted to $537. mil. 
lion, an increase of 6%. ; 

Overall sales for.the first five months 
were $12,079,000,000, an increase of 6%, 
Ordinary life accounted for $8,113,000, 
000, an increase of 12%. Industfial! 
purchases represented $2,400,000,000, an 
increase of 5%. 

New group life declined 16% for the 
first five months. 





Drops Fight for Control. 
of United Life & Accident. 


The Chicago brokerage house of A:C. 
Allyn & Co. has discontinued efforts to 
acquire control of United Life & Acci- 
dent. Such control has been. obtained 
by Peerless Casualty. A.C. Allyn & Co, 
states that stock that was tendered in 
response to its offer contingent on get- 
ting control of $187.50 a share has been 
returned. 


Standard L. & A. of Okla. 
‘Men Win Higher Posts 


Election of Jack D. Oliver as a direc- 
tor and his appointment as _ secretary 
of the company, is announced by Stand- 
ard Life & Accident of Oklahoma City. 
Since 1939 he had been chief examiner: 
for the Oklahoma insurance department, 








Fitzgibbon McKiernan’ 


Oliver 


resigning recently to join standard. 

President of Standard is Leonard H. 
Savage. 

James M. Fitzgibbon has been named, 
agency director for the A. & H. depart- 
ment, and Frank M. McKiernan, agency 
director for the life department. 





Two Spectator Men Resign . 


Irving Davis and Allen Reed have; 
resigned as associate editors of the 
Spectator. Mr. Davis has joined Group’ 
Health Mutual at St. Paul. He was’ 
formerly with Guardian Life. 


James L. Madden, 2nd vice-president; 
of Metropolitan Life, has béen reelected; 
treasurer .of American Management: 
Assn. and E. H. Conarroe, manager ot) 
Metropolitan’s policyholder service bu- 
reau, was elected a director of A.M.AY 


INSURANCE COMPANIES 
Bought and Sold 


WRITE, WIRE or PHONE us either ~ 
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Explores Public 
Acceptance of A. & H. 


(CONTINUED FROM PAGE 3) 








fered some comments on the A. & H. 
business in the present economy. 

Touching only briefly on his observa- 
tions during his recent trip to Europe, 
Mr, Zimmerman mentioned that the ca- 
reer insurance man is hard to find there, 
whereas the part-timer is the exception 
in this country. That accounts for the 
amount of selling done in the United 
States, he said, adding that the agency 
system is “the best there is.” ; 

“In countries where. private insurance 
has done the poorest job, government 
programs have grown the largest, he de- 
clared. Insurance has a job to do, not 
only in the public interest, but in its 
own self-interest. = 

He offered as possibly the best method 
to further. the cause of private insurance 
the idea of an economy based primarily 
on individual coverage, aided by mass, 
or group. The agency system, he opined, 
will be. judged by the extent it. brings 
the coverage about, and additionally by 
the depth of that coverage. 


Backed Away from Problem 


In the 1930’s. when losses were high, 
especially on non-cancellable, the .com- 
panies “did what they had no right to 
do.” Mr. Zimmerman declared they 
backed away from the problem instead 
of facing it and attempting to find some 
solution., The business as a whole can- 
not-refuse to deal with problems, he 
asserted, 

He stressed the gain in the life com- 

pany ranks in the recognition of the 
important of A. & H. insurance. More 
and more companies have entered the 
field, although in the last few months a 
few companies have decided, at least as 
a temporary measure, not to go into A. 
& H. This decision to stay out is a 
free choice for the individual companies, 
he remarked, but it is not a free choice 
for the institution of life insurance. 
. The gain in longevity has reduced the 
fear of death. for younger persons, and 
now their prime worry is disability, Mr. 
Zimmerman stated. There is a great 
need. for medical care and an even 
greater expense in providing it. The 
life companies realize they must offer 
A. & H. as part of the personal insur- 
ance program, he went on, and only a 
few insurers have gone into the field for 
a “fast buck” or to step up commissions 
by avoiding section 213 of the New York 
law. The government, he averred, should 
not enter a field in which the people 
can provide for themselves. 


Balanced Activity Key to 
Company, Agent Success 


(CONTINUED FROM PAGE 6) 


Old policyholders have always been an 
important source of new business to 
successful underwriters. When you take 
a good look at this 10 to 19 age group 
you can see that it’s not just a good 
idea but a necessity. This need for 
holding «onto your old policyholders, 
as well as: obtaining new clients, is just 
another example of the importance of 
balance.” 

He talked about other changes in the 
age grouping, stressing that the pop- 
ulation is changing and will continue 
to change and the well-balanced life 
agent will keep his hand in with several 
or all of the age groups. He observed, 
for example, that the increase in pop- 
ulation’ between’ 1940 ‘and the present 
day of those in the important insuring 
ages of 20 to 34, is considerably less 
than the overall average increase and 
at first glance. this may seem unfavor- 
able. But these are the people with 
all the young children, so there is plenty 
of need for more intensive work in this 
market. 

He stressed that the 35-49 group is 
up 17% since 1940 and the 50-64 group, 
up 24%. These:are the men who are 
at their earnings peak and are able to 





buy large amounts of insurance. Self- 
employed and professional men, espe- 
cially, in these age groups should be 
buying more retirement income. Many 
employers should be thinking in terms 
of pension plans to provide retirement 
benefits for the increasing numbers of 
their employes will be reaching retire- 
ment age within the next few years. 

Mr. Adam said that one characteristic 
of the post-war increase in the birth 
rate which is very favorable to the sale 
of life insurance is that there has been 
a trend toward larger families in the 
middle and higher income groups. It 
used to be that there was a marked 
variation in the size of families by in- 
come levels and, in general, large fam- 
ilies were pretty well confined to the 
lowest income groups and these chil- 
dren had very little effect on the market 
for ordinary. The greater number of 
children in the upper income. group 
families means a need for much more 
insurance on the lives of their parents 
now and on the lives of the children 
themselves both now and in the years 
to come, he declared. 





Horace W. Brower, president Occi- 
dental Life of California, and William 

. Stannard, vice-president, are on a 
month’s tour of company offices on the 
west coast. 


Feustel Joins Hackman 
for Lincoln Natl. at L. A. 


Henry A. Feustel has joined J. F. 
Hackman in the formation of the Hack- 
man Feustel Agency of Lincoln Na- 


tional Life in Los Angeles. The Hack- 


— 





A. 


H. A. Feustel 





J. F. Hackman 
man-Feustel .agency will continue in 
present offices. 

Mr. Feustel began his life insurance 
career 20 years ago in New York City 
with Penn Mutual where he remained 
for six years before moving to Newark 
as a supervisor for Provident Mutual. 
In 1948 he became assistant manager 
for Great-West Life in Beverly Hills. 

Mr. Hackman has represented The 


Lincoln National Life in Los Angeles 
since 1925. 


Doctors Oppose Insurer 
Payments to VA Hospitals 


At the annual meeting of American 
Medical Assn. in Chicago the house of 
delegates passed a resolution expressing 
disapproval of acceptance by VA hos- 
pitals of benefits from commercial in-° 
surance companies for patients with 
non-service connected disabilities, The 
resolution stated that such practice 
termed the practice both competitively 
unfair to the local agencies and detri- 
mental to the service of both agencies. 








Lt. Earl F. Matre, now at Camp Polk, 
La., is to be married at Dayton June 21 
to Marilyn Hagans at a’ high mass 
wedding at Our Lady of Mercy. Church. 
Lt. Matre is. the son of Frank Matre, 
vice-president and. western sales. man- 
ager of Alfred M. Best Co...He is a 
graduate of University of Dayton. 


Albany C.L.U.s have installed John 
H. Clyne, Phoenix Mutual Life, as pres- 
ident; Walter B. Hancock,; Equitable 
Society, vice-president, and William H. 
Mitchell, John Hancock, secretary-treas- 
urer. . 








The 5-Star Prescription 



























For the doctor, lawyer or any prospect 
who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star 


Annuity. 


The 
LINCOLN 


Optional maturity dates enable the pol- 
icyholder to begin his income early or late 
—any time from age 50 to 70. This low 
net cost, participating policy provides life 
insurance protection in addition to annuity 
benefits. Joint and last survivor options 
are right in this flexible contract. What’s 
more, family income, family protection 
and other riders may be added, and waiver 
of premium, disability income and double 
indemnity are available. 


This attractive 5-Star Annuity is an- 
other reason for our proud claim that 
LNL 1s geared to help its field men. 


NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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Highway Slaughter-Why Not Help Stop It? 


Having helped mankind and their own 
prestige so much through fostering a 
heart disease research, the life com- 
panies might well consider extending 
their life-saving activities into another 
field where research and _ preventive 
work could do a more immediate and 
perhaps more spectacular job of fore- 
stalling needless deaths. We refer to 
automobile accidents. A shockingly high 
percentage of automobile accidents, par- 
ticularly those involving injuries and 
deaths, are foreseeable and preventable. 
To a much greater degree than deaths 
and disabilities from heart disease, 
automobile casualties lend themselves to 
effective prevention measures. 

When we see how the art and science 
of medicine, if given a chance, can pro- 
long the lives and usefulness of suf- 
ferers from heart disease, it seems both 
barbaric and idiotic for the public in 
general to be so fatalistic about the 
automobile death and injury toll. 

True, there is a small percentage of 
accidents about which it can fairly be 
said that if we are going to operate 
self-propelled vehicles on the roads at 
all these accidents could not have been 
anticipated. But the tremendous ma- 
jority of all accidents, including a sur- 
prisingly large number that the average 
person would say were unpreventable, 
could nevertheless have been prevented. 
In fact, the very readiness of so many 
drivers to put the entire responsibility 
on the other fellow or on circumstances 
supposedly beyond their own control 
marks them as being only dubiously 
qualified for the responsibility of operat- 
ing a death-dealing mechanism on the 
highway. 

Safety authorities talk about the three 
E’s—education, enforcement, and en- 
gineering. Education and engineering 
are both important, for many drivers 
would not do the stupid things that 
they do if they fully realized the hazard, 
while engineering for highway safety 
and all that goes with it cannot be over- 
looked as a contributor to safety. 

But where the severe type of acci- 
dent is involved, the type resulting in 
deaths and serious injuries, enforcement 
seems to be the big factor that is con- 
spicuous by its absence and the one 
which could do the most good if 
seriously and diligently applied. 

When a driver is involved in a fatal 
or disabling accident it is rarely just 
because he didn’t know any better or 
because he was driving on a road that 
did not represent the latest and best in 
highway engineering. Nearly always it 
will be found that he was doing some- 
thing that he shouldn’t have been do- 


ing. Usually it is driving too fast for 
the conditions prevailing at the time and 
place—including perhaps his own con- 
dition. Nearly always excessive speed 
is involved. An accident that might have 
resulted only in a crushed radiator 
grille can mean killing a car-full of 
people when the speed is stepped up an 
additional 20 or 30 miles per hour. 

There are other commonly observed 
and widely accepted forms of reckless- 
ness but speed is the big factor. Most 
people know that hitting a stationary 
object with a car traveling 60 miles 
an hour is roughly the equivalent of 
driving it off a nine or 10 story building. 
They have a general idea of the space 
they need to stop their cars at various 
speeds. Nevertheless, they continue to 
drive at 75 and 80 miles an hour and 
many of them show little sense about 
driving at high speed much too close 
to the car ahead. 

The reason that enforcement doesn’t 
cure the present shockingly high auto- 
mobile fatality rate is that it apparently 
takes a more concentrated dose of high- 
way carnage than any one community 
has been afflicted with to get action out 
of the responsible authorities. After all, 
the latter tend to reflect the sentiment 
in their communities. If it is practically 
impossible to convict a driver of 
drunkenness unless he is flat on the 
ground and holding onto the grass from 
falling off, then police officers are not 
going to make much of an effort to 
bring moderately drunken drivers to 
trial, even though they should be tried 
and deprived of their. licenses. 

What we suggest is that as part of its 
life-saving work the life insurance busi- 
ness select some area with a notably 
bad accident record but with a desire 
to effect an improvement. Obviously, 
the area should be small enough so 
that arousing public interest won’t be 
too big a job, yet the territory should 
be of sufficient size so that reductions 
in the accident rate will show up as 
credible improvements, attributable to 
the prevention efforts rather than just 
being chance fluctuations as might be 
the case in a village or small town. Also 
the area should include not only built- 
up areas but open highways, because 
it is there that the worst accidents 
occur. 

By concentrating on one such area and 
using it as a model for enforcement 
activity, we believe that results would 
show up so quickly and so dramatically 
that other communities would wake up 
to the fact that fatal automobile acci- 
dents are not a necessary law of nature 
but can very largely be circumvented. 


Anyone promoting such a program 
would of course have to be reconciled 
to the fact that, at first, real enforce- 
ment would be highly unpopular, The 
average motorist, rather than being 
hauled up for running five or 10 miles 
over the speed limit, would prefer to 
let the wild-eyed moron get away with 
driving 80 and 90. 

A good deal of the enforcement work 
that needs to be done has in it a con- 
siderable element of education. Not 
just educating the driver to drive the 
way he knows he should, for that is 
mostly wasted effort, roughly equivalent 
to explaining to a habitual thief that he 
ought not to steal. The education needs 
to be in the field of changing public 
opinion toward the right to drive a 
lethal weapon along the highway and 
through the city streets. There is too 
much of a tendency to regard the right 
to drive as being on a par with the 
right to life, liberty and the pursuit of 
happiness. It is now altogether too dif- 
ficult to rule off the road, temporarily 
or permanently, the driver who demon- 
strates beyond any question that he is a 
menace to himself and to other motor- 
ists. We would wager that a large ma- 


jority of drivers inve ved in fatal ang 
serious accidents have previously shown 
signs of their unfitness to drive and their 
disposition to disregard the laws of 
safety and common sense whenever they 
think they can get away with it. 

All the evidence points to this cop. 
clusion: If and when the enforcement 
authorities are determined to put 4 
stop to reckless driving of all kinds they 
can do it. They don’t do it now because 
nobody is prodding them to do it. They 
know that the only result would be to 
make them unpopular. Once an aroused 
public opinion is ready to back them 
up, the police and traffic courts, with 
possibly a little help from the lay- 
makers, could stamp out nearly all of 
the type of driving that leads to fatal 
and disabling accidents. 

Of course, the objection might be 
raised that such a determined enforce. 
ment effort would involve hiring addj- 
tional police at added cost. But it is 
just conceivable that the gains in terms 
of lives saved and injuries prevented, 
to say nothing of cars and other prop. 
erty saved from damage, might more 
than offset the extra enforcement cost 
that might be incurred. 








PERSONAL SIDE OF THE BUSINESS 





Donald J. Reap, former assistant 
editor of THE NaTIonAL UNDERWRITER, 
now with the Solomon Huber agency 
of Mutual Benefit Life in New York 
City, has graduated from Fordham Uni- 
versity law school. 

Donald J. Mertz, Mutual Life, Mil- 
waukee, has been elected recording 
secretary of Milwaukee Pere Marquette 
Council, Knights of Columbus. He is 
also secretary of the Milwaukee Assn. 
of Life Underwriters. 

Archie V. Hurst, general agent of 
National Guardian Life at Eau Claire, 
Wis., and ‘Mrs. Hurst have returned 
home from an air trip to Europe. Mr. 
Hurst said living standards everywhere 
in Europe are low compared to those 
in America and, he added, a trip to 
Europe would be a fine morale builder 
for the chronic griper. 

The 1952 reunion and commencement 
at University of Michigan held triple 
significance tor the family of Lee Park- 
er, who is president of American Service 
Bureau. It was the time of graduation 
with a degree of bachelor of science in 
education for Janet Parker; it was Lee 
Parker's 35th class reunion and it was 
the fifth reunion of the Parkers’ older 
daughter, Mrs. Jean Parker Morley of 
Toledo. 

Capt. Clarence W. Crawford, with 
Aetna Life before his recall to active 
duty, has been appointed operations and 
intelligence officer at Memphis naval air 
station. 

Charles J. Zimmerman, managing di- 
rector L.I.A.M.A., has been elected trus- 
tee of Dartmouth College, succeeding 
Nelson A. Rockefeller. Mr. Zimmerman 
is also an overseer of the school of busi- 
ness administration. 

The interests of Paul Parker, direc- 
tor of agencies of Old Line Life of 


Milwaukee, and Mrs. Parker at Chi- 
cago this week were divided. They 
were heavily engaged in the annual 
agency convention of Old Line at the 
Edgewater Beach hotel, Chicago. They 
were also closely following the for- 
tunes of their daughter, Mrs. Paula 
Clauder of Milwaukee, who is four 
times Wisconsin state women’s cham- 
pion at golf and who is playing in the 
annual women’s western open tourna- 
ment at Skokie Country Club near Chi- 
cago. Mrs. Parker went out to Skokie 
Monday to see her daughter qualify with 
Betsy Rawls. 

Frazar B. Wilde, president of Con- 
necticut General Life, and George Mal- 
colm-Smith, well known author, play- 
wright and assistant manager of the 
public information and advertising de- 
partment of Travelers, received the hon- 
orary degree of master of arts at the 
commencement exercises at Trinity col- 
lege, Hartford, Sunday. Mr. Malcolm- 
Smith is an alumnus of Trinity, class 
of 1925. 

Jack White, new president of Los An- 
geles Assn. of Life Underwriters, except 
for army service during the last war, 
has been since 1931 with the agency of 
Prudential he now heads, established by 
his father, the late James S. White, in 
1923, as special agent, assistant man- 
ager and since 1941 as manager. The 
agency ranks second among all Pruden- 
tial agencies, being topped only by the 
Campbell agency at Newark. It pro- 
duced $12 million of ordinary business 
and $9 million of group in 1951 and this 
year is 85% ahead of 1951 to date. 

Robert W. Weathers, manager Mutual 
Life, New York City, since 1937, re- 
cently marked 30 years with the com- 
pany. 
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DEATHS 


E A. HAWKINS, 70, agency 
eraresident and a director of Midland 
Mutual Life, died = 
in a hospital at Co- 
lumbus, O., follow- 
ing an operation. 
He had been in life 
insurance work 
nearly 50 years. A 
graduate of Indi- 
ana University and 
with a law degree 
from Indianapolis 
College of Law, he 
started with Equi- 
table Society in In- 
diana and in 1914 
became home office 


eral agent of 
pepe Life of Fargo, N. D. When that 


ny was sold, he was named super- 
preps | agencies of Lincoln National 
for the northwest at Minneapolis. 

He joined Midland Mutual in 1922 as 
manager of agencies, was made vice- 
president and manager of agencies in 
1939 and agency vice-president in 1950. 
He was a former director of Life Insur- 
ance Agency Management Assn, and 
active in other organization work. 

DR. J. K. P. HAWKS, 79, senior 
medical director of State Farm Life, 
died at Bloomington, Ill. Dr. Hawks, 
a leading central Illinois physician, had 
been with the company since the issu- 
ance of its first policy in 1929. 

WARREN R. WOODWARD, Penn 
Mutual, Atlanta, died at his home there. 
He was a former vice-president and. di- 
rector of Atlanta Assn. of Life Under- 
writers. 

ROBERT F. PALMER, 386, retired 
general agent for Berkshire Life at Chi- 
cago, and a past president of Chicago 
Assn. Life Underwriters, died at his home 
in Arlington Heights, Ill. Mr. Palmer 
started in newspaper work and then be- 
came a business paper publisher in 
Chicago until 1899 when he started with 
Berkshire Life at Chicago. He became 
general agent as a member of the firm 
of Wyman & Palmer from 1908 to 1926 
and from 1926 to 1930 was sole general 
agent. He became associate general 
agent in 1930 and retired about 10 years 
ago. 

ARTHUR B. WOOD, 81, chairman 
Sun Life of Canada, died at Montreal. 
Mr. Wood had started with Sun Life 
in 1893, and seven years later was made 
assistant actuary. In 1932 he was named 
vice-president and managing director, 
two years later he became president, 
and in 1950, chairman. Mr. Wood had 
served two terms as president of the 








J. A. Hawkins 


former Actuarial Society of America 
and was a past president of Canadian 
Life Insurance Officers Assn. He was 
a fellow of the Institute of Actuaries of 
Great Britain, the Society of Actuaries 
and the Casualty Actuarial Society. 
Mr. Wood graduated from McGill Uni- 
versity and had for several years been 
on the board of governors of that school. 


ELIZABETH PRESTON, 45, wife of 
James A. Preston, manager American 
National Life, Louisville, died at Ken- 
fie Baptist hospital following a long 

ness. 


~ OBSERVATIONS 


Pension Courses Hard to Find 


The important and lucrative field of 
pensions is the one field in life insurance 
where there are few if any formal 
courses. Nowhere are pensions men- 
tioned in the C.L.U. courses or any of 
the other institutional courses. A man 
who would know pensions still must 
learn from experience, figure them out 
for himself, or become apprentice to an 
experienced pension man, or split his 
business with an expert. 











For Flexible Retirement Age 


A flexible retirement age, adjusted to 
correspond to life expectancy, was sug- 
gested by Dr. William B. Rawls of 
New York City at the American Thera- 
peutic Society's annual meeting in Chi- 
cago. 

Dr. Rawls’ contention was that in 
addition to putting a brake on the num- 
ber eligible for retirement, it would also 
allow the actuaries to ascertain what the 
cost of social security and future pen- 
sion rights might be. 

Opposing compulsory retirement at a 
specified chronological age, Dr. Rawls 
declared that it is unsound, unneces- 
sary and without scientific basis, and 
that retirement should be based not on 
age but on a person’s ability to keep 
on at his job. He advocated that re- 
tirement be based on a complete studv 
of past performance, “ability to do a 
creditable job,” all determined by an 
impartial retirement panel made up of 
doctors, and representatives of industry 
and labor. The panel, as he outlined it, 
would recommend that a man _ con- 
tinue in his present job, be rated for 
a less exacting job which he can fill sat- 
isfactorily, or if not able to fulfill any 
available job be recommended for re- 
tirement. However, no one would be 
forced to continue beyond the estab- 
lished retirement age against his will. 

Both for the employe’s own sake and 
for the value of his experience and wis- 
dom to the corporation, he should not 
be forced to retire, Dr. Rawls believes. 


He also warned against burdening the 
younger age group with the “tremen- 
dotis cost” of retirement of the older 
group. He expressed doubt that the 
economy can withstand such a strain for 
an indefinite period. 





Malzo Quoted on FHA Loans 


Joseph Malzo, mortgage officer of 
Union Labor Life, was recently quoted 
by the New York World-Telegram & 
Sun as saying that he is amazed at the 
current interest of lenders in conven- 
tional mortgages as against FHA-in- 
sured and GI loans. 

Savings bankers and even some life 
companies, Mr. Malzo said, have com- 
pletely turned away from_ investing 
funds in government-guaranteed mort- 
gages just at a time, he says, when 
caution should be exercised. 

Mr. Malzo sees no objection to mak- 
ing 60 and 70% loans based on current 
appraisals as long as there is a stable 
period without prices and wages going 
down. But what happens if conditions 
should worsen, he wants to know. He 
disagrees with the argument that con- 
ventional mortgages are more liquid 
than FHA-insured loans. 





Mutual Funds Still Booming 


Anyone who is inclined to look on 
the mutual funds as penny-ante com- 
petition for life insurance premium dol- 
lars need only read the 1952 edition of 
“Investment Companies,” published this 
week by Arthur Wiesenberger, who op- 
erates an investment banking firm in 
New York. The book points out that 
in contrast to a 34% decline in volume 
of business for the year to date on the 
New York stock exchange, there has 
been an “astonishing” growth of mu- 
tual fund sales. For the first quarter 
of 1952 they showed a 10% gain and 
this trend has continued for most of 
the leading funds during April and May. 

Total assets held by mutual funds, of 
which there are more than 250, now ex- 
ceed $4 billion, an increase of more than 
400% in the last 10 years. 








Harrison Aid to Crichton 


Charles M. Harrison of Huntington 
has been named a legal assistant to 
Commissioner Crichton of West Vir- 
ginia. Mr. Harrison was graduated from 
the West Virginia University law school 
this year. He succeeds Arden J. Curry, 
who recently became an assistant at- 
torney-general. 





Pioneer American Life has remodeled 
and renamed its home office quarters in 
the Southland Standard building, Dallas, 
the Pioneer American building. 





To Explore Mich. Part-Timer 
Situation with Navarre 


LANSING, MICH.—A committee of 
Michigan Life Underwriters Assn. is 
planning a meet within a few weeks 
with Commissioner Navarre to explore 
the part-timer situation in life insurance. 
It is hoped to determine whether the 
Michigan department, under existing 
laws, has authority to demand that . 
license applicants pass examinations and 
if the commissioner has power to re- 
quire that first-time applicants be given 
temporary or probationary licenses, to 
be made permanent after a year’s satis- 
factory performance. 

Association leaders say they have 
knowledge of numerous abuses under 
present licensing practices, particularly 
the licensing of dubiously qualified per- 
sons to handle special cases, sometimes 
involving large commissions. While it 
is admittedly difficult to limit licenses 
to genuine full-timers it is felt that some 
arrangement may be worked out to 
eliminate some of the evils of the present 
situation. 

The Association committee is headed 
by Henry McLaurin, Aetna Life, De- 
troit, and includes Harold Brogan, Ohio 
National, Lansing, long-time secretary 
of the state association. 


Berkshire Completes School 


Berkshire Life has concluded a 
week’s school for 15 supervisors at the 
home office. 

W. Rankin Furey, vice-president, and 
Hiram S. Hart, agency vice-president, 
explained recruiting and selection. Other 
speakers were S. C. Newton, superin- 
tendent of agencies; V. E. Alcombright, 
director field service; Robert S. Schoon- 
maker, Jr., secretary A. & H., and L. B. 
Hendershot, assistant secretary and di- 
rector sales promotion. 








Mass. Savings Bank Doings 


Edwards P. Clark of the Arlington 
Five Cents Savings Bank was elected 
president of Savings Bank Life Insur- 
ance Council of Massachusetts. The 
council reports that savings bank life 
insurance in the state totals $436 million, 
double that: in force 10 years ago. 


Install Philadelphia C.L.U.s 


Philadelphia C.L.U. chapter has in- 
stalled Benjamin M. Gaston, general 
agent Berkshire Life, as president; Na- 
than C. Barr, Prudential, vice-presi- 
dent; Leonard E. Liss, Levi & Co., sec- 
retary. 
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Soemem 


Mr. Actuary: 


Your problem becomes ours the 
moment you invite our co-opera- 
tion. Every day is ‘‘research day”’ 
for our staff. These two facts add 
up to the satisfactory service we 
invite you to expect, 
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KANSAS CITY, MO. 























—was a big order then! 


In days gone by, a week’s order from one customer for 60 
yards of cotton cloth was considered a big sale in the South! 
But look at that industry today. Textile mills have grown and 
prospered so that today the South operates over 80% of the 
spindles in the United States, producing much of the world’s 
finest materials in cotton, rayon, nylon and other synthetics. 

It is only one chapter in the dynamic story of Southern 
growth, written by businessmen, farmers, bankers, and tex- 
tile men who have utilized resources, skilled labor and cli- 
mate to pace the nation in the production of textile products. 

Another story of growth is that of Liberty Life. During 
its 47-year history, Liberty Life has experienced a steady and 
healthy expansion, with ever-increasing services to its policy- 
holders. Today, Liberty Life’s qualified representatives are 
serving the entire Southeast. 
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LIBERTY LIFE 


INSURANCE COMPANY 
Home Office 


GREENVILLE, SOUTH CAROLINA 
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Council members are T. Allsopp, Pry 
dential H. L. Sharpe, Northern Life. 
J. R. Gray, Canada Life, and IL A 
Foran, Metropolitan. a aver 
Mutual of Canada, is secretary-treasure 


COMPANY MEN 


Wilgus, McCaffery and Cole 
Advanced by Mutual Life 


Mutual Life has promoted George 
Wilgus to the senior officer group with 
new title of manager of personnel. He 
was formerly director of personnel. 

Robert L. McCaffery, administrative 
assistant in the comptroller’s depart- 





’ 
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COMPANIES — 


State Farm Life Bursts 
Over Half Billion Border 


State Farm Life has now passed the 
half billion dollar. mark in life ingy,. 
ance in force. The company was jp. 
corporated in 1929. During last "Year 
new life insurance paid-for totaled $195. 
822,000, the best year in history. Ney 
business is up 22.5% in the first fiye 
months of 1952. 


Standard L.&A. in New Home 


Standard Life & Accident of Okla. 
homa City has moved into its new home 
at 421 Northwest 13th street. The old 
Colcord home, one of the historic map. 
sions of the city, was: purchased several 
months ago and remodeled to fit the 
company’s requirements of such an’ jp- 
stitution, Standard L. & A. was -the 
first to start writing hospitalization jp. 
surance in Oklahoma in 1929 and jn 
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George A. Cole George Wilgus 


ment, has been promoted to director of 
accounting and statistics and George 
A. Cole is promoted from assistant sec- 
retary to director of services (policy- 
holders service division.) The accounting é d 
and statistics division was formerly in 1948 extended its field to include life 
the comptroller’s department, and the and accident. Originally it operated 
policyholders service division was in the Only in Oklahoma but now is licensed 
secretary's department. Both are now in Texas, Arkansas, Louisiana, Ney 
part of the newly created office opera- Mexico and Arizona. - 


tions department. 
. Century Life Enters Okla. 
State Farm Raises Hanback Century Life of Fort Worth has been 


State Farm Life has advanced R. iR. licensed in Oklahoma to write life, 

Hanback from assistant vice-president health and accident, and expects to 
to vice-president. Dr. E. M. Stevenson announce the appointment of a’ state 
was named senior medical director. agent shortly. 
William H. Bush was named assistant 
vice-president. Alvin DeWitt has be- 
come chief underwriter and Harold 
Johnson chief recorder. Elected direc- 
tors were Fletcher B. Coleman, J. H. 
‘Miller and Robert C. Perry. 











Aetna Companies Milestone 


Aetna Life, parent company of Aetna 
Casualty & Surety, Automobile In- 
surance, and Standard Fire, marked its 
100th year recently. Formal observance 
of the centennial will be held next year. 


RECORDS 


Production quotas for the five-week 
spring drive for Pacific Mutual Life were 
exceeded 140%. 

New paid business for the first five 
months for Northwestern National Life 
totaled $36,186,956, a company record. 

Insurance in force for the first five 
months for Bankers Life of Iowa 
reached $1,715,485,703, a gain of $105 
million over the first five months of last 
year. 

Figures for the first five months for 
American Mutual Life of Iowa showed 
$8,136,838 in paid production. Insurance 
in force has reached $160 million. | 

Production through May for Berkshire 
Life was up 25% over the first five 
months of last year. : 

May sales of Northwestern Mutual Life 
were $48,488,000, which was 33% above: 
the same month last year and the largest 
May in the company’s 95-year history. 


Connecticut General Life 
Raises Life, Term Limits % 





Aetna Life Promotes Holmes 


Aetna Life has promoted William H. 
Holmes, agency assistant since 1948, to 
pension trust supervisor. He has been 
in the business since 1929. 

Carl P. Anderson, former cashier at 
Richmond, Nashville, and Boston, has 
been appointed pension representative. 
He has been with the company since 
1939. 














Blue Grass Names Morris 


Blue Grass Life of Kentucky has 
named T. A. Morris chief underwriter, 
and Charles B. Truesdell, assistant sec- 
retary. Mr. Morris was formerly senior 
examiner Indiana insurance department, 
and Mr. Truesdell was formerly with 
Cincinnati Enquirer. 


American Mutual Promotion 


American Mutual Life of Iowa has 
advanced Waldo E. Nibel, assistant 
treasurer, to treasurer. Mr. Nibel joined 
the actuarial department in 1925, and 
became assistant treasurer in 1941. He 
is a graduate of Drake University. Connecticut General Life ‘has in- 
= creased maximum limits on life and 


Great-West Promotes Powell] ¢™dowment insurance for age 21-25; 


; 51-60, and 66-70. Limits on term and 
Great-West Life has promoted George riders have also been raised for age: 
I. Powell, supervisor field service, to 


; ’ 21-25, and 51-60. 
manager sales promotion and services. Sybstandard, issued through 500% rat- 
Mr. Powell has been with the company 


: . 1Y ing, will be considered for a maximum 
since 1945. He entered the business in $200,000. Additional indemnity _ limits’ 
1933 at Toronto. have been increased to $100,000 for se- 
lected cases rated not more than 200%. 























Canadian Institute Elects 


Harry L. Guy, Mutual of Canada, 
was elected to succeed Peter McDonald, 
Crown Life, as president of Life Insur- 
ace Institute of Canada at the annual 
meeting at Toronto. 

; Prentice, Imperial Life, was 
elected first vice-president and G. E. 
Brown, Sun Life, second vice-president. 


Union National Changes 


Union National Life has announced @ 
new family income rider, which has been 
approved in most states. It has also 
announced that waiver of premium dis- 
ability will now be granted to self-sup-¢ 
porting women at 1% times the stand-_ 
ard rate. 


ee 


Moat 
to W 


Vanc 


Mutt 
Moats 
Herbe! 
naugh: 
Bento! 
Winni 
ceed © 
Lache 
James 
manag 
couvel 
been 
sistant 

Mr. 
the 
Clevel 
and b 
ant” 
1950. 
uate | 
Mr. F 
Billin; 

lowin 
ager. 

in’ 19 
the. c¢ 
assist 

He is 


ingto! 


Post 














E. Weaver 
y ~treasurer 


sts 
rder 


Passed the 
life insur. 
1Y was ip. 


, Was - the 
iZation jn- 
9 and in 
clude fife 

Operated 
S licensed 
ina, New 


kla, 


has been 
Tite life, 
Pects to 
a State 


stone 


of Aetna 
bile In- 
arked its 
servance 
ext year, 


aetna ao 
ve-week 
ife were 


rst five 
nal Life 
cord, 

rst five 
f Towa 
of $105: 
of last 


ths for 
showed 
surance 


rkshire 
st five 


al Life 

above: 
largest 
istory. 














June 29, 1952 


LIFE INSURANCE EDITION 


13 








——_—_—— 


LIFE AGENCY CHANGES 





Moats to Detroit; Benton 


to Winnipeg, Bingay to 
Vancouver for Mutual Life 


Mutual Life has appointed O. Embry 
Moats manager at Detroit to succeed 
Herbert A. Cava- 
naugh; Earl B. 
Benton manager at 
Winnipeg to suc- 
ceed James E. 
Lacheinger, and 
James S. Bingay 
manager at Van- 
couver. They have 
been . training ©as- 
sistants since 1951. 

Mr. Moats joined 
the company at 
Cleveland in 1948, ; 
and became assist- ; - 
ant’ “manager in 0. Embry Moats 
1950. He is a grad-- : 
uate of Akron University law school. 
Mr. Benton went. with the company at 
Billings, Mont., in 1946, and the fol- 
lowing year’ became assistant man- 
ager. He transferred to Sheridan, Wyo., 
in. 1949. Mr. Bingay has been with 
the company since 1945. He was named 
assistant manager at Seattle in 1949. 
He is a graduate of University of Wash- 
ington. ‘Fhe three are veterans. 


Postal Life Names Baron to 
Head New Brooklyn Agency 


Postal Life: has named Seymour A. 
Baron general agent for the new 
agency formed with A. A. Karduna at 
66 Court street, . Brooklyn. The com- 
pany has also designated William A. 
Orband general agent at Binghamton, 


N. Y. 

Mr. Baron was formerly brokerage su- 
pervisor Canada Life.. Mr. Karduna has 
been in the business as a producer, brok- 
erage supervisor and general agent, since 
1936. Mr. Orband entered the business 
with Columbian National Life. , 


enegrremnmeceres 








Gilbert Named Manager of 
New Bankers of lowa Agency 


Bankers Life of Iowa has named 
T. W. Gilbert manager of its sixth 
California agency 
established recently 
at Oakland. 
Mr. Gilbert en- 
tered the business 
‘jn 1946 with Acacia 
Mutual Life at San 
Diego, and _ trans- 
ferred to Oakland 
the following year. 
He is a graduate of 
Arizona State col- 
lege, and a veteran. 
The company has 
other agencies at 
San Francisco, 
Sacramento, Los 
Angeles, San Diego, and Santa Barbara. 


Prudential Asst. Managers 


Masaichi Yanagihara has been pro- 
moted to assistant manager of the 
Hawaiian Trust Co. agency of Pruden- 
tial at Honolulu, of which Glen A. 
McTaggart is manager. He attended 
University of Hawaii and joined Pru- 
dential in 1941. He was treasurer of 
Life Underwriters Assn. of Hawaii 
1949-51. 

James H. Stramler has been named 
assistant .manager of the San Joaquin 
Valley agency at Fresno, Cal. He at- 
tended University of California and 
was formerly with Occidental Life. He 
1S a Marine corps veteran. 


R. J. Clancy Veeped 

R. J. Clancy has been elected vice- 
president and director of Lamb, Little 
&> Co.: of . Chicago,- which is general 
agent for Columbian National Life and 


T. W. Gilbert 











which is also a supervising fire and 
casualty insurance agency. 

Mr. Clancy started in the business 
about 21 years ago with the old Ameri- 
ican Bankers Ins. Co. at the Chicago 
head office as a cashier. He was in- 
stalled in that position by Clay F. 
Lundquist, who was*then agency di- 
rector of American Bankers and who 
is now a principal in Lamb, Little & 
Co. Later Mr. Lundquist became Oak 
Park manager of Travelers and Mr. 
Clancy joined him there. Subsequently 


Mr. Clancy became manager of the 
life department of Starkweather & 
Shepley at Chicago, and then about 


15 years ago went with E. E. Lamb 
in the Columbian National agency. 


Steinberg Jamaica Head 
for Massachusetts Mutual 


Massachusetts Mutual Life has named 
B. William Steinberg general agent for 
the new office at 
163-18 Jamaica 
avenue, Jamaica, 
N. Y. 

Mr. Steinberg 
entered the — busi- 
ness in 1948 with 
the Huber agency 
for Mutual Benefit 
Life, New- York 
City. In 1950, he 
became ‘director of 
preliminary _ train- 
ing, and -the  fol- 
lowing year, won 
the company’s 
builder trophy. He 
is a graduate of New York University. 








B. W. ‘Steinberg 





Pan-American Names Taylor 


Pan-American Life has named Jack 
Taylor general 
agent at 618 Ma- 
jestic building, San 
Antonio. Mr. Tay- 
lor was formerly 
agency supervisor 
there for John 
Hancock. He has 
been in the busi- 
ness since 1948. He 
is a graduate of St. 
Mary University, 
and a veteran. 





Jack Taylor 


Mid-Continent Names Bird 


Phil Bird has been appointed general 
agent for Oklahoma City by Mid-Conti- 
nent Life. A graduate of Oklahoma 
A. & M. College, he is a former news- 
paper man, with the Associated Press 
and the Daily Oklahoman. He was re- 
leased from army service June 1. 








Name Three General Agents 


Blue Grass Life of Kentucky has 
named the following general agents: C. 
Frye Hale, Lexington; Claude Reed, 
Louisville, and W. Howard Williams, 
Frankfort. Mr. Hale was formerly with 
National L. & A. Mr. Reed was with 
Bankers L. C., and Mr. Williams Mon- 
arch Life. 








Boston C.L.U.s Elect Florer 


Boston C.L.U.s have elected Herbert 
W. Florer, general agent, Aetna Life, 
president. Also elected were Walter 
Downing, New England Mutual Life, 
vice-president; Paul F. Saint, Home 
Life of New York, secretary, and 
George Neitlich, treasurer. 


L. A. Trust Council Elects 


Life Insurance & Trust Council of 
Los Angeles has elected these officers: 
President, C. F. Galloway, Union Na- 
tional Bank, Pasadena; vice-president, 
George B. Byrnes, Equitable Society, 
Los Angeles; secretary, Virgil D. 





Sisson, California Trust Co. Weymouth 
L. Murrell, Mutual Benefit Life, is re- 
tiring president of the council. 





Indianapolis Elects Bull 


Indianapolis C.L.U.s have elected W. 
Howard Bull, manager group depart- 
ment, Aetna Life, president. Regional 
vice-presidents are: John Burkhart, vice- 
president College Life, central; Archie 
M. Koon, Equitable Society, Blooming- 
ton, southern; Cecil E. Harrison, Pru- 
dential, Frankfort, northern. 


Proposed Senate Resolution 
Would Brake I.L.O. Treaty 


Senator Bricker of Ohio has intro- 
duced on behalf of 57 senators Senate 
resolution 130 which provides for a 
constitutional amendment to prevent a 
commitment of the federal government 
to any broad form of social insurance 
through a convention of the Interna- . 
tional Labor Organization or other 
treaty without action by the voters or 
by the House. 
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secretary, and Ralph Driver, Goldsboro, ¢™tal Assurance, secretary-treasurer. Ce 
national committeeman. Logansport, Ind.— Paul Montgomery ager 
The M. W. Peterson trophy awarded has been “eee president; Harold = qual 
: man, first vice-president; Frank A. Cal- for 
annually to the most rer arog local lip, secretary, and Harold Hoffman, na- of ' 
ec par was presented to Greens- tional executive committeeman. Ss 
oro, G. G. Stone accepting the award Buffalo—Joseph M. Desmon of the Mar 
as president of the association there. | Erickson agency of John Hancock has pres 
Dudley Dowell, vice-president in been elected president to succeed Allan Linc 
charge of agency affairs of New York W. Carpenter. Daniel F. Steinwald is qua. 
Life, was a principal speaker at the rst vice-president; John F. Ciolino, — 
convention He said a ositive ap- second vice-president; Donald G. Bred- and 
¥ : p P- berg, secretary, and Jack O’Bannon re- of 
proach must be taken if the agents want ejected treasurer Ww 
. . . “ e 
4 get the life oe business “off Roanoke, Va.—New officers elected are Pst 
t e witness stand. John F, Ackerman, president; E. Jackson Ee 
_“We must go on the offense to pro- Tice, vice-president; A. Peter Anselmo, poi 
vide a good defense for the business,” secretary, and R. D. Carson, national wi 
Mr. Dowell said. Instead of talking Committeeman. ke 
about volume of business, he added, Richmond, Va.— National quality Ww 
agents must stress the companies’ slum eee anise se ahoct =a pre: 
8 in connection w as a 
caren ea oud Karnal good tion picnic. Members of the Leaders M 
ings being done through insurance. Club of the state association were rec! 
He warned against the use of bad busi- awarded certificates. Che 
ness ethics, and condemned prosecuting Central New Mexico—John Caperton, ye 
agents. Connecticut Mutual Life, was _ elected j wai 
eee: Vice-presidents elected belt 4 ‘ 
- cee William Goodwin, Franklin Life; Ernes 
Mich. Training School S Gorman, Bankers Life of Iowa, and Don dor 
; g 0° et Williford, Kansas City Life. Irwin Peif- be 
The training school conducted by fer, Prudential, is the new secretary- ~~ 
Michigan Life Underwriters Assn. for ‘Teasurer. All are of Albuquerque. ni 
newly elected officers of local associa- Rag af ee pone agetedencor ne Cc. pees a, 
tions will be held at Michigan State 82" Secretary state association, dis- 
i “ ” Ko 
INSURANCE COM PANY INC College July 2. Mac F. Begole, Ann eget ible speteigts >-naccaniing Ma 
a . agin ‘ : Lansing, Mich.—Ronald Daman, Northk- % 
Arbor, state association president, will ,,. t M r ’ t Zin 
ANO} NIA # PA BUI RESIDENT head ‘the instructor group, aided by the samunl meee’ named presidem a pas 
group, Y the annual meeting, at which the nation- ; 


Harold F. Brogan, Lansing, secretary; al quality awards were presented to 31 
the incoming president, Louis Pohl, members, including both Mr. Daman and 
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NE 20, 1959 — 
si pa ees 
=— the outgoing president, Leon H. Sweeney, committeeman, presented naciona! qual- convention meeting to honor EEN. Frederick O. Lyter, agency secretary, 
Metropolitan. Vice-president is’ James ity awards. Whaley, vice-president and director of is chairman. Horace R. Smith, super- 
Lowder; sonvetarye pe mh Rogerson, ard : gar = an gay a ie a agencies. Applications for $560,000 of intendent of agencies; Robert B. Proc- 
rer, eorgs - . een electe president, - ? ; NG $ . c s 
oe Ty sfartin, publisher of the State jy Frank Mason; secretary, Ed Cimock; business secured by Wisconsin agents tor, assistant superintendent of agencies, 
R oe aul A peaker at the luncheon, was treasurer, Robert E. Gladden, and na- during a “Whaley Week” were pre- and Melvin G. Campbell, Jr., agency 
: he Mat. areented as the association’s first an- tional committeeman, Thomas Hawkins. sented. Mr. Whaley discussed “Walk, assistant, are assisting Mr. Lyter. 
cod Grang coal choice for oomunentty “man bg the Fifteen national quality awards were Talk and Tell the Truth.” Sales and 
00, an ” yarned of government en- esented by Joseph A. Warren, Jackson romoti 1 h . . 
“) xeatcines ‘on private insurance and City manager Oe in eas viene ont ™! Designate Davidson, Baker 
4 radual strangling o e in- #492 ‘s y 
frenidn of private fe nwurance Unter pees te Deans een 
a toward socialization of the ® sigt 
state the trend (eurbed. A new. membership F Connecticut Mutual Meet year” and A. L. Baker, Norfolk, was 
of 119 was reported. Agency supervisors for Connecticut designated “outstanding district. man- 
e peak : : : . ” : 
Toledo—The annual outing a be Mutual Life are in the midst of a two- ager” at the annual meeting of General 
for Proper held June 25 at Chippewa Golf Club. Josephson Party Marks Top week conference that will conclude June Agents & Managers Assn, of Equitable 
V1Ce-presi. Northern New Jersey—The June out- P 27 at Kansas City. Society at Atlantic City. 
at _ Son na alten Connecticut Mutual Spot 
min dena-Sun abrie alley—Arthur f 
Mr. Scie » ee, director of agencies for the Josephson agency of Connecticut Mu- 
(1) Estat southwest for Equitable Society, will tual Life, New York ‘City, marked its 
n captain. talk on today’s opportunities at the top rating among company agencies at e 
tant, and June 25 meeting. aie a, 2, Party at the home of Mr. Josephson 
Kokomo, Ind.—Officers from Richmond, 4+ Ossining. The more than 50 guests 
s Muncie, Marion, Frankfort, Indianapolis, ; Sedied: Wa B. Coffi : : 
er Acacia Logansport, Lafayette, and Anderson at- Mclude incent B. Coffin, senior vice- 
President, tended the leadership school. president; Lelia Thompson, counsel, 
Lo C. New York City—The Bronx branch has and E. A. Starr, superintendent of 
» Feder; installed the following officers: Joseph agencies. : ; m 
lle Wea J. Gleenson, John Hancock, president; The Samuel Weinsten memorial gives you more 
. i i nistrative f h “w i 
: g 
Louis Lurie, Prudential, admini award for the agent “who contributes o4 
vice-president; ee Pruden- most to the prestige of the agency,” sales ammunition 
f tial, Lge ys gap a ee Rt gg nae le was retired to Robert U. Redpath, win- 
: ieee educaton; William R. Christgau, Net for the second successive year. PROGRAMMING GUIDE 
al Amer. Metropolitan, treasurer; William Muir, 
president f Metropolitan, secretary. Bowes Appoints Schacht 
t. Louis, Hempstead, L. I.—Albert J. Fabre, . - 
ue, Equi- Prudential, was elected president. Vice- ; ea mente saree? a Eng- 
presidents are John M. Reisert, Equit- land Mutu ite, Newark, has  ap- 
rence H able Society, administration; Kermit L. pointed Robert H. Schacht supervisor. 
: . Updegrove, New Yor e, public rela- i : 
ice-muale Ipdegrove, New York Lif bli 1 He has been with the agency since 
i, tions; Victor J. Butts, John Hancock, 494g The annual “Fun Day” has been 
eat-West education. John J. Pitfick, Metropolitan, 5+ for June 27 
urer will is the new secretary, and William F. ae: 
Gildea, Prudential, the new treasurer. EE 
to St. Loutsville—The following officers were Loyal Berkshire Producers 
am Kj installed: Thomas J. Gillespie, manager 7 
al bas Monumental Life, president; Edward A. Wolfson agercy for Berkshire Life, 
ot eal Fish, Jr. New England Mutual Life, ist New York City, led all company agen- 
1 asso- vice-president; Robert H. Loeb, Reli- cies in paid volume in the May loyalty 
ance Life, 2nd _ vice-president; John H. campaign. The Matthews agency, 
: Vincent, John Hancock, secretary-treas- Buffalo, led in percentage of agency 
be peri, ae quota, and the O’Brien agency, Albany, 
lation a BE eine acer . a Ww. he ranked first in A. premiums. 
Pinney, pn ke aiceates Teeti@uune am George Feldman of the Fox agency, 
linee for sociation succeeding John L. Allen, John Jersey City, was top producer. 
n chair- Hancock. Terrance F. McGaughan, Na- = 
Se tional Life of Vermont, is vice-president, Wins Boston Mutual Trophy 
m- and Barbara Cardill, Provident Mutual, a it Ak 
. Loher, secretary. Haverhill district, Boston Mutual 
surer, Eau Claire, Wis.—The Chippewa Val- Life, was awarded the company’s Presi- 
, assist- ley Association is sponsoring a seminar dent’s Trophy for first quarterly pro- 
- Ror» for agents in shia ante on the one-family duction totaling $14,973,618. William F. 
; De: sctes ‘ | i hee 
quitable a oe noe ¢ biepwe wae toe Bir ick producer with An effective, 16-page pictorialized 
moygt s Austin, Tex.—The new officers, headed : : : visual aid for simplified peogtnee 
thur L. pa be Lssmtrge mp nerenn ern Life, as ming... leads prospects to do their 
, secre- nstalle y . . - ° eo. 
. bright, Great Southern Life. Louis Throg- .) ALES MEETS own planning because it illustrates a 
» aiuanl — hare Saggy and director of short, direct road to financial security. 
relations o epublic National, i 
sboso expressed faith in America, which can Tineoln National Conclud Needs - ad benefits are pictured and 
Cua take its politics seriously yet laugh coin Nation nciudes dramatized for clarity and effect. This 
‘a Ss politicians, He stressed the ser- s i i i i 
Bhi vice which life insurance renders the Mackinac Sales Congress is one of erase selling aids rer lied 
mt widow and orphan. Cecil F. C ; d d di by General American Life to give 
gomery (agencies and to national geet Aerg. rector of agencies; He L. Rietz, vice- “more power to men in the field.” 
y : ’ se é te 
d Hoff- qualifiers and those who have qualified president; H. J. Shaffer, 2nd vice-presi- : 
_ er = eamborship in Leaders Round Table dent and manager of agencies; George 
=| Fee umvamsaracre: © GENERAL AMERICAN LIFE 
San Antonio, Tex.—New officers with sterth, director field service, were fea- 
of the Marion A. Coulter, Paul Revere Life, as d k he fi f th 
ck has president, were installed. J. L. Lawrence, ‘Wed speakers at the first of three re- A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
| Allan Lincoln ‘National, presented national gional sales congresses of Lincoln Na- 
ald is quality awards and membership recog- tional Life at Mackinac Island, Mich. ST. LOUIS, MISSOURI 
Yiolino, nition in Leaders Round Table of Texas, Talks were also given by Lloyd Ss. 
a and. outlined the requirements for each Wright, Sr., general agent, Indianapolis, 
- e onors 
: nd Les C. Deason, general agent, Han- 
W. J. Schnabel, Jefferson Standard bs } i : 
’. vd 4, nibal .; F. J. Mellinger, South 
ed are acting president, stated that a gold waten Tidal, Mo.; F. J. Mellinger, ie bak AN ACTIVE CONCERN IN THE INSURANCE FIELD DESIRES TO 
ackson bs been presented to W. R. Lyman cour Ea ® FE cay 9 iil: 
Imo, quitable Society, retiri s . ity; : ‘ cMurtrie, alem eg 
prem was transfersed ‘- Sigg oe og pdt Noboru Honda, Chicago. f : r PURCHASE A MEDIUM-SIZED, SOUND LIFE INSURANCE COM- 
Winston-Salem, N.C.—Louis Davenport Other meetings will be held at Lake 
juality ge alectes president, succeeding Tahoe, Cal., June 23-25, and Washington, PANY OR MAKE A DEAL WITH THE OWNERS OF A LIFE IN- 
 busi- . H. Cason. Lawrence Mangum is vice- iat BS -29, 
bale president and “John Googe secretary, O° <7 July 37-80 SURANCE COMPANY WHEREBY THE OWNERS MAY TAKE 
eaders Madison, Wis.—K. W. Haagensen, di- i , 
a rector ot wie sre wucrtsensen., ai- Business Men‘s Meet Ends OUT THE PRESENT CAPITAL AND SURPLUS ON A CAPITAL 
Chalmers Manufacturing Co., Milwaukee, Business Men’s Assurance has con- i 
evtea spoke on | “What Kind of a Salesman cluded a two-day Indiana sales congress GAIN BASIS AND STILL RETAIN AN INTEREST IN. THE LIFE ; 
lected ff Sn Sree oat quality awards at Mitchell. The meeting followed a ) 
Biche : four-day school for first-year producers. COMPANY AND ANOTHER GOING INSURANCE OPERATION 
— Pn spar 4 << drive for recruiting cen A were . Sater vice- { 
Peit- be launched Wear te Tk _ foe Katee WE! sede M. Barricklow, assistant COMMENSURATE WITH THE VALUE OF THE ESTABLISHED LIFE 
none Guaide Js headed by Albert Whales, New Yicespresideats J- ty Noe! liams, man- INSURANCE COMPANY BUSINESS. THOSE INTERESTED PLEASE 
Mutual, . . ’ e ’ iin e 
Coo- Waukesha, Wis.—N ager at Indianapolis. ' 
dis- Waukesha Count oe Neeene ef. the — ADDRESS REPLIES TO M-2, THE NATIONAL UNDERWRITER, 175 y 
K y Association are Fred ° . is ; if 
Moreamanmers, Lite of Towa, president: Franklin Has Wis. Rally W. JACKSON BLVD., CHICAGO 4, ILL 
orth- o e yatt, vice-president; Ernes i ° = ‘ e e ° 
perk Zimmerman, secretary, and Maier Jone Wisconsin agents of Franklin Life 4 , 
tion- om Northwestern Mutual, treasurer. met at Beaver Dam for a two-day ses- 
to 31 rank McNamara, Old Line Life, national sion. General agents held a _ pre- | 
1 an 
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So do loss 


increase from 1947 to 1951. ; 
ACCIDENT AND HEALTH ratios, with 1950 to 1951 being approxi- 
mately 5% higher than the preceding 





Mutual Benefit Has 5-Year, 
Paid-up “Graduation” Policy 


A new five year, paid up A. & H. and 
hospitalization policy is being issued by 
Mutual Benefit H. & A. The policy, 
which has been launched as a “gradua- 
tion present,” is limited to ages 16-30 
and premiums are payable in advance. 
It also can be written for from one to 
four years. It is tailored to fit individ- 
ual needs, and can be developed from 
the company’s “package policy” plan. 
Premium ranges from $100 to $1,000, 
according to the coverage desired. When 
given as a graduation present, a special 
graduation honorarium certificate ac- 
companies the policy. Later it will be 
sold as a suggested birthday, Christmas 
or anniversary gift. 

It was suggested by Dr. C. W. Mayo 
of the Mayo Clinic, a director of Mutual 
Benefit H. & A., who wanted such a 
policy as a graduation present to his 
son, graduating from college this year. 





Hear Cornett at Boston 


A promising future was forecast for 
the A. & H. business by William B. 
Cornett, director of sales and service 
of the Prudential sickness and accident 
division, at a meeting of Boston A. & H. 
Assn. 

Mr. Cornett said that many life com- 
panies have entered or are planning to 
enter the A. & H. field, with their pri- 
mafy purpose being to provide better 


4 5 : three years for the companies report- 
service to the public. He predicted the ing on an earned premium-incurred loss 
months to come will show a great in- phasis, 

1 











crease in A. & H. premiums as wel 





as more inclusive coverage and greater 
Huebner Talk to Feature 


standardization of policy benefits. 
A. & H. Bureau Issues Survey 
Speicher Memorial Meeting 
Dr. S. S. Huebner, president Amer- 


of Hospital Expense Cover 
ican College of Life Underwriters, will 


A Bureau of A. & H. Underwriters 
survey on hospital expense insurance, 
prepared by a subcommittee of which 
the chairman is Robert W. Carey, New giscyss “Is Management Keeping Pace 
York Life, shows details of coverage in With the Times?” at the Paul Speicher 
such policies of 61 insurers, out of 101 jemorial meeting of Midwest Man- 
questionnaired. | .. agement Conference, sponsored by In- 
Most companies offer the usual daily qjanapolis managers at French Lick. 
. Leo Smith, Massachusetts Mutual 
Life, will be conference chairman. 
The topic for the meeting was de- 


hospital benefit and surgical coverages 
but only 23 provide nurse benefits and 

cided upon through questionnaires to for- 
mer conference registrants. The same 


35 offer doctor’s or physician’s cover- 

age. Many offer a maximum limit of 
method was used to determine the sub- 
ject for the fall meeting, Oct. 23-25, 


$15 daily hospital benefit and 26 show 
$300 as surgical expense limit. Maxi- 

which will cover recruiting, training, and 
supervising of agents. 


mum hospital confinement most often 
offered is 90 days, with 19 companies 
surveyed indicating this limit. 

Age limits for new business are 
shown, with ages at which companies 
increase. premiums on renewal. Special 
attention is paid ages at which an auto- 
matic reduction in benefits is made on 
renewal. The majority of companies to- 





Dallas Managers Elect Dale 

Dallas managers have elected E. E. 
Dale, Guardian Life, president; P. H. 
Huffstetler, Great Southern Life, vice- 


day ae os ere Ae ge a0 _ president, and Edward Sammons, 
renewals; 42 companies said they do United Fidelity Life, secretary-treas- 
not increase premiums on renewals jrer 


while 16 companies ask for a higher 
premium at various ages. 
The premium figures show a steady 





Verdon Evansville Chief 


Evansville, Ind., managers have elect- 





WANT ADS 


ed E. E. Verdon, Life of Virginia, as 
president, succeeding Lewis I. Petzold, 
John Hancock. Melvin Grindle, Monu- 
mental Life, is vice-president and Ed 
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rer 
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Winternheimer, Hoosier Farm Bu- 
reau, secretary. 





Des Moines managers have elected 
Roy Swarzman, Equitable Society, 





president; Fred Van Rheenen, Pruden- 





ACTUARIAL ASSISTANT 


An excellent opportunity with a pro- 
gressive life insurance company in 
Baltimore, for a young man who has 
completed at least two actuarial ex- 
aminations and has had some expe- 
rience in Actuarial work. Write 
stating full details of experience, 
training and personal data, sending 
photograph if available, and salary 
expected. All information will be 
held in confidence. Address M-4, 
The National Underwriter, 175 West 
Jackson Boulevard, Chicago 4, Ill. 

















COMPTROLLER 

For a_rapidly growing and progressive 
New Jersey insurance organization of 500 
employees — The man we are seeking is 
| probably filling a position as assistant 
comptroller — He is ambitious and willing 
| to work hard to get ahead — He has had 
| insurance accounting experience, super- 
visory as well as technical, in a home of- 
fice —To such a man we can offer $8,000 
starting salary, plus liberal non-contribu- 
tory pension and insurance benefits — Write 
us about yourself — Your inquiry will be 
kept confidential. Box No. M-9, The Na- 
, tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, iil. 











tial, vice-president, and George Vogler, 
Massachusetts Mutual Life, secretary- 
treasurer. 


AGENCY SUPERVISOR 
WANTED 


We are an Illinois Company and we want 
a man who can extend our production 
force for us in Illinois. Outstanding oppor- 
tunity for the man who can produce re- 
sults. Compensation is based on salary, 
bonus and necessary traveling expenses. 
All inquiries treated confidentially but give 
full particulars as to age, experience in 
the life insurance business and expected 
remuneration. Address L-91, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, ill. 








Convention Dates 


June 16-27, 
seminar, American Life Convention, Be- 
loit College, Beloit, Wis. : 

June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

June 26-28, Texas Assn. of Life Under- 
writers annual convention, Plaza hotel, 
San Antonio. 

June 26-28, American Life Convention 
geeess section, Homestead, Hot Springs, 

a. 





life officers investment 








Sept. 8-12, National Assn. of Life Un- 
derwriters annual convention, Atlantic 


WANTED 
LIFE ACTUARIAL STUDENT 


To work for newly organized legal re- 
serve life insurance company that is 
growing rapidly. Our company is 10 
months old and has written $19,000,- 
000.00: it has not spent any contributed 
surplus in so doing. This is an oppor- 
tunity; applicants should be possessed of 
potential ability to assume in a few years Asheville, N. C. 


the chief actuarial responsibility for a Oct. 7-10, American Life Convention, 
substantial, medium size, life operation. annual meeting, Edgewater Beach hotel, 


The company is located in a medium- Nov. 17-21, L.I.A.M.A. annual meeting, 


Edgewater Beach hotel, Chicago. 
sized town in the Great Lakes region. 


May 5-7, large companies spring con- 
Address: 1-98, The National Underwriter, ference of L.I.A.M.A., Westchester coun- 
175 W. Jackson Blvd., Chicago 4, Illinois. = 


ity. 

Sept. 8-11, hemispheric insurance con- 
ference, New York City. 

Sept. 15-19, insurance section American 
Bar Assn., San Francisco. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., Mount Royal hotel, Mon- 
treal. 

Sept. 29, Bureau of A. & H. Under- 
writers, annual meeting, Grove Park Inn, 


try club, Rye, N. 
Sept. 22-25, National Fraternal Con- 





gress, Sheraton Plaza hotel, Boston. 





Sept. 22-24, L.O.M.A. annual meeting, 
Chalfonte-Haddon Hall, Atlantic City. 

Sept. 25-27, Institute of Home Office 
Underwriters, Netherland-Plaza hotel, 
Cincinnati. 

Sept. 29-Oct. 1, Bureau of Accident & 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 


PENSION SALESMAN 


Pension salesman to represent midwestern in- 
surance company. Write stating qualifications, 
schooling, experience, age and desired salary. 
Address L-88, The National Underwriter, 175 
West Jackson Bivd., Chicago 4, Illinois, 





Sept. 22-24, Life Office Management 








ASSISTANT ACTUARY 


Assistant Actuary is wanted by a prominent 
New England Company. F.S.A. under age 40 
with broad experience in ordinary insurance 
preferred. This is an excellent professional op- 

unity in congenial surroundings. Address 
-3, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





Assn. conference, Chalfonte-Haddon Hall, 
Atlantic City, N. J. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., annual, Mount Royal hotel, 
Montreal. 

Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

Nov. 17-21, L.1.A.M.A. annual meeting, 


UNDERWRITER NEEDED 


One of the fastest growing Ordinary Companies 
in the south is in need of a competent under- 
writer. Please give experience, age, reference, 
salary expected and other necessary informa- 
tion in first letter. All replies will be held 
strictly confidential. Address M-!, The National 
+ giana 175 W. Jackson Blvd., Chicago 4, 
inols. 











Edgewater Beach hotel, Chicago. 








Life Company Fellowships 
Extended to Professors 


A number of life insurance com. 
panies will host teachers this summe 
under the jointly-sponsored fellowship 
program of American Assn. of Univer. 
sity Teachers of Insurance and the 
companies. H. G. Kenagy, vice-pregsj. 
dent Mutual Benefit Life, is the fi 
member of a committee of insurance 
men and teachers which make the ap. 
pointments. The life fellowships are ag 
follows: 

Warner C. Danforth, Boston univer. 
sity, New England Mutual; Arthur ¢ 
Griffin, Davidson college, Provident | 
& A.; Fred R. Kucera, Kent State, Lin. 
coln National Life; Robert E. Larson 
Wisconsin, Connecticut General; Zeke 
B. Marchant, West Texas State, South. 
western Life; John W. McNeill, Feny 
college, Farm Bureau Life; William ¢ 
Mundy, University of Rhode Island, 
Massachusetts Mutual; Donald Scholes 
Southern California, Provident Mutual: 
C. C. Stalnaker, Alabama Polytechnic, 
Equitable Society; J. W. Van Winkle. 
Montana State, Northwestern Mutual 
Life; Donald R. Childress, North Texas 
State, New York Life. 





San Francisco C.L.U.s Elect 


San Francisco C.L.U.s_ have elected 
Thomas H. Sutton III, Equitable Spo. 
ciety, president; Charles H. Biesel, 
wett & Crawford general agency, vice. 
president, and Rodger H. Coffee, New 
York Life, secretary-treasurer. 





St. Louis Trust Council Elects 


Wesley L. Johnson, Security National 
Bank, has been elected president of St. 
Louis Life & Trust Council. Vice- 
president is Thomas E. McCarty, Jr, 
Penn Mutual; secretary, C. Edward 
Tussey, Massachusetts Mutual, and 
treasurer, David H. Morey, Boatmen’s 
National Bank. 


Hemispheric Card Set Up 


The program is outlined for the 
Hemispheric Insurance Conference at 
the Waldorf Astoria Hotel, New York, 
Sept. 7-12. Registration takes place July 
7, reception and dinner “for official 
delegates only” July 8. 

The first general session will be held 
Sept. 9, marked by addresses of -wel- 
come by John A. Diemand, Laurence 
F. Lee, president Peninsular Life and 
president of U. S. Chamber of Com- 
merce, and the mayor of New York, 
and response by the head of a visiting 
delegation, also luncheon, with addresses 
by prominent business executives. 

On July 10 discussion groups will 
meet in separate rooms on fire, marine 
and transportation, casualty, personal 
coverage including life, health and acci- 
dent; fidelity and surety, and general 
subjects, “including promotion of private 
insurance.” These will continue: next 
day, followed by a banquet. Toastmas- 
ter there will be Mr. Diemand, and ad- 
dresses are scheduled by the incoming 
chairman of the chamber’s insurance 
committee, also by Mr. Lee and “an 
internationally known personage.” 

Final general sessions Sept. 12 will 
receive reports and resolutions presented 
by chairmen of the several discussion 
groups. After receiving invitations for 
th fifth hemispheric conference in 1954, 
and a closing address by the head of 
a visiting delegation, adjournment is 
scheduled. 





New York Life has purchased $1 
million of $2 million first mortgage bonds 
of West Coast Telephone Co., Everett, 
Wash. Mutual Life purchased $500,- 
000, and Massachusetts Mutual Life 
$500,000. 





Bruce Fouché, formerly publicity news 
editor of Columbia Broadcasting Sys- 
tem, more recently account executive 
of Verne Burnett Associates, has joined 
the press division of Institute of Life 
Insurance. 
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Sales Ideas That Work 


KILBRICK, ALBRITTON ADDRESS MDRT 





Ideas Dropped as Seed Into Prospects’ 
Minds Later Grow Into Profitable Sales 


BRETTON bap wager N. H.—Both * 

kers at the opening session O 

= Million Dollar Round Table stressed 

the delayed action power of ideas planted 

in the prospect’s mind which later re- 
sult in profitable sales. _ 

Robert S. Albritton, Provident Mutual, 
Los Angeles, told how he builds a loyal 
clientele through a system of continuing 
relationships with them. Isaac S. Kil- 
brick, New York Life, Brockton, Mass., 
gave some of the highlights of his long 
career. ; : A 

Mr. Albritton gives his client a copy 
of a chart showing his present in- 
surance and estate situation. This Is 
invaluable because the client has it in 
his possession and can refer to it when 
Mr. Albritton phones him about possible 
changes that might be made as a result 
of changed conditions or his being able 
to take care of situations that he didn’t 
previously feel able to. é ; 

If the client hasn’t the chart with him, 
Mr. Albritton, of course, has his own 
copy and that helps him formulate the 
word picture that he wants to paint 
for the client. 

Clients Expect It 

Having used this plan for about 10 
years with his clients Mr. Albritton said 
they naturally expect him to proceed on 
this basis. It helps them to participate 
in the discussion and particularly it 
helps them to think for themselves, 
which is an important part of Mr. AI- 
britton’s procedure. 

In an interview recently Mr. Albritton 
had a prospect who came through with 
an application for twice as much in- 
surance as seemed remotely possible, en- 
tirely because he had been doing some 
thinking for himself. 

He keeps close track of his clients’ 
group as well as personal insurance. For 
example, one of his clients phoned that 
he was leaving his firm to go into one 
with only four members, one of them 
being himself. Naturally, he wanted his 
group insurance replaced, which was 
good in itself, but it also led to key 
man insurance. 

Use of the client information sheet to 
store vital information about the client 
is Obvious, but much more important for 
Mr. Albritton is its use as a.track to 
run on, as a constant prospecting and 
development tool to probe for needs 
that might otherwise be overlooked. Mr. 
Albritton told of a man who had a 
will that would place a $400,000 estate in 
the hands of a close friend’ as trustee. 
The man was considerably older than 
the prospect or his wife and the second 
trustee was the trustee’s 27-year-old son, 
whose business ‘experience was extreme- 
ly scanty. 

This resulted, after-a job of estate 
planning, in considerable insurance being 
added. 


Business Interests Everywhere 


_While one would naturally expect to 
discuss business interests with business 
men, Mr. Albritton discusses them with 
everybody. He has found it most profit- 
able, for example, to ask doctors, who 
would not be expected to have any 
business interests at, all. One doctor 
told him, for example, “I just lent $10,- 
000 to my brother to run a service sta- 
tion business.” 

This $10,000 case that resulted would 
not have come up at all, Mr. Albritton 


emphasized, if this track had not been’ 


used. . 
In. response. to. the. same question, 
another prospect, an engineer, with a 


large plant had been going up the ladder 
fast. He had an excellent executive job 
and seemed like the last person to have 
an outside business interest. Yet said 
in answer to the question, “I wouldn’t 
want you to discuss this around the 
plant but one of the top engineers and 
I have been working evenings and week- 
ends for a year and a half and we have 
a research development corporation 
ready to go in about three months.” 

“That’s the time I like to learn about 
those things,” said Mr. Albritton. “The 
business insurance is all planned and is 
scheduled.to be put in force when the 
company opens its doors.” 





TAX LIABILITY 





Mr. Albritton said that many people 
who felt no need for a will become con- 
cerned when they learn about the. in- 
come tax liability that the surviving 
spouse would have to shoulder because 
of joint tenancy holdings. 

Similarly, this line of questioning leads 
often to several requests each week for 
information concerning mortgages and 
mortgage insurance and provides an ex- 
cellent opportunity for reopening the 
subject of family protection needs. 

Next in importance to his track-to- 
run-on procedure, Mr. Albritton places 
a sound time control system and work 
pattern. He decided that he was becom- 
ing. so overwhelmed with detail work 
that he would have to work out a rou- 
tine that would conserve his time to the 
utmost. 

Today almost all of his work starts 
with the telephone. Having followed the 
procedure of keeping in touch with his 
clients it is natural for him to phone and 
say “John, it’s been two years since we 
went over your insurance affairs. I’ve 
been reviewing your file here at the 
office and have some suggestions to 
make, it would be well for us to make 
an appointment to discuss tuem.” 


Most Clients Appreciative 


Most clients, said Mr. Albritton, ap- 
preciate this attention and want to re- 
view their affairs. Sometimes a client 
is involved in other things and will sug- 
gest phoning later for a review. Thus 
he is constantly working through his 
client group and bringing to the top 
those who want to see him. The others, 
however, are aware of his continuing 
interest and this interest causes them to 
think of him momentarily, at least, of 
their own insurance affairs. 

This method saves a lot of his time 

and his clients appreciate the considera- 
tion of their own time. 
_ The center of his time control system 
is a 5x8 appointment book which Mr. 
Albritton always keeps with him and 
which he reviews each weekend to plan 
the next week’s work. Usually a name 
is scheduled to come up about a month 
before age-change date. Some people 
he sees every third year, some every 
second year, some even once or twice a 
year. 

Calls every six months are scheduled 
to review the value of partnerships and 
close-corporation interests under buy- 
sell agreements. One fast-growing com- 
pany he checks every six months. Such 
reviews have resulted in one-third of all 
his business thus far this year. 

_All outstanding term policies are re- 
viewed and calls scheduled throughout 
the year to discuss conversions or new 
planning—usually in the month prior to 





age-change or to term-conversion an- 
niversary date. 

A loose-leaf diary that stays on his 
desk takes care of minor matters and 
immediate chores that are not appropri- 
ate for the main book. 

Mr. Albritton paid high tribute to the 
effectiveness of his secretary in follow- 
ing through on many matters that would 
otherwise take his time. Each year in 
the week between Christmas and New 
Year’s they plan the coming year’s work. 

Mr. Albritton said he was a total 
stranger to Los Angeles when he started 
working there and it was important to 
him to become identified with such ac- 
tivities as the community chest, Red 
Cross, Y.M.C.A., and later such service 
clubs as the Junior Chamber of Com- 
merce and Kiwanis. He makes no active 
effort to get business through such 
sources but nevertheless he found in re- 
viewing his production that well over 
half his business with professional men 
had come from just such “community 
exposures.” 





Mr. Albritton said that his type of 
procedure provides a Certain continuity 
and repetition that people get to expect. 
He used to think it might be a little un- 
professional to apply the same pattern of 
questioning and probing to everybody 
but he happened to listen to a talk to a 
group of doctors by an ‘orthopedic sur- 
geon. The surgeon’s procedure was a 
step-by-step analysis of every part of 
the body right down to the last joint, 
the reason being that he didn’t want to 
risk missing anything at all that might 
be a clue to the final diagnosis. 

“That certainly ‘applies to our busi- 
ness,” Mr. Albritton said. “I don’t want 
to miss anything that might be a step to 
the final diagnosis.” 

Like Mr. Albritton, Mr. Kilbrick em- 
phasized the value of dropping ideas 
that take root in the prospect's mind, 
eventually resulting in his acting upon 
them. He also warned against too much 
prospecting upward, saying that the 
agent and the business in general has 
an obligation to keep selling moderate 













It's been a busy day 
and riow, just before 
the long nights’ rest 
begins it's story time 
at the Junior Conven- 
tion.* 





From June 25 to 29, while their parents attend the 
Company Convention at The Stanley in Estes Park, Colo- 
rado, “the kids’’ will be having their own convention 
at the Chalet Ranch close by. : 


The Junior Convention is for “the kids", a show all 
their own with a complete program of activities designed 
.just for them. Supervised by a trained and experienced 
Junior Convention Staff the youngsters (we’ve had them 
all ages from 3 to 18 years) have four glorious, wonder-. . 


‘ful days of vacation fun. 


d for. 


are close by and well car 





have mor 


f knowing the Youriaéters 


*A picture of a part of our 1948 Junior Convention group at 
Camp Rostrevor, Muskoka Lakes, Ontario, Canada, 
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jor a very small part of this money, but 
ey is there. 

the hard. Caldwell, U. S. Life, Newark, 

chairman of the convention committee, 

presided at the. Monday morning meet- 

ing. The opening remarks were deliv- 

. Mayor Smock of Asbury Park, 


ered by 
Mr. Caldwell read a letter of greet- 
— “eo Gov. Driscoll. Paul L. 


Molnar of the New Jersey insurance de- 
partment gave the & H. agents a 
detailed analysis of the background and 
contents of the New Jersey unsatisfied 
judgment fund law for automobile lia- 
bility, and credited its passage to Com- 
missioner Gaffney. Faced with the -al- 
ternative of a state operated monopoly, 
Mr. Molnar said the insurers, ‘to their 
everlasting glory,” decided to back the 
“Gaffney plan.” Mr. Molnar discussed 
the automobile law for, nearly an hour. 
- J. McCole, district manager for 
Mutual Life of New York at Wilkes- 
Barre, Pa., gave a humorous talk at the 
luncheon. He was introduced by Wes- 
ley J. A. Jones, A. & H. educational 
director of Mutual Life and former ex- 
ecutive secretary of the International 
association. In the afternoon there was 
a fishing trip, and for those not dis- 
posed to that sport, a bathing suit 
fashion show. 
Walton, Francis Tuesday Speakers 


Thorn W. Mock, National A. & H., 

was in charge Tuesday morning. Clayton 
Walton, general agent of Monarch Life 
at Seattle, speaking on “What of Your 
Golden Hours?” offered as a sales aid 
a better use of words, demonstrating 
how a more effective word used in the 
right place can get the prospect in a 
receptive frame of mind. He listed a 
number of words that have proved to 
be potent in motivating a prospect. 
’ George K. Francis, National Accident 
& Health, Atlantic City, speaking on 
“How to Be Welcome Anywhere,” or 
“Let’s Make Prospecting a Pleasure,” 
emphasized that no prospect is ever in- 
terested in the salesman, what he wants, 
or in insurance as a commodity, but 
rather in himself, what he wants and 
what insurance could possibly do for 
him. He cited specific cases to prove 
his point. 

He also told how his hobby of pho- 
tography has helped produce business 
for him in endless chain fashion. He 
specializes in photographing local in- 
dustries, picturing men at their occupa- 
tions and finds that frequently his show 
of interest in the other fellow, his busi- 
ness, his general class of industry, why 
he is successful and a leader in his field, 
results in “new accounts on the book.” 
It also resulted in his election as mayor 
of his city. 

Racing at Monmouth Park occupied 
the afternoon, and that evening there 
was a Clambake around the swimming 
pool of the Berkeley-Carteret Hotel. 


Predict Renewed 
Pension Emphasis 


(CONTINUED FROM PAGE 1) 








determination of retirement dates should 
be set forth in the pension contract but 
should be in the employment contract. 
integration with social security, he 
said, isn’t of too much importance to the 
union, because the union has its eye on 
the combined result. If Congress boosts 
social security, it should not be an auto- 
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FOR CAREER PEOPLE 


if you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 


J. Allen Porterfield, Field Manager 
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matic offset against the company retire- 
ment plan. 

Increasingly emphasized, he predicted, 
will be disability in retirement plans. 
There is need for provisions for disabil- 
ity, not just actuarial equivalent pro- 
viding a reduced percentage of what 
would have been available at normal re- 
tirement age. It should be an actual 
specified amount. 

The whole approach to determination 
of disability is due for a change, said 
Mr. Solenberger. Rather than the pres- 
ent system, which includes a physician’s 
statement and other representations, 
there should be a thorough diagnosis by 
a recognized diagnostic clinic, followed 
by rehabilitation, if that should prove 
possible. Mr. Solenberger believes 
many who now retire as disabled could 
be successfully rehabilitated. 

What is on the horizon? You can’t 
standardize or generalize, too much, 
said Mr. Solenberger. Situations will 
vary over a wide range. 

There'll be some grappling with the 
problem of the worker ona, frozen to 
some particular employer. There'll be 
decided labor interest in this whole 
problem. 


Vesting of Rights 


One aspect is vesting, not of the right 
to withdraw in cash but of the right to 
benefits. The latter makes sense and is 
advantageous for both union and em- 
ployer. 

Another aspect is pooling, as in the 
Toledo area plan. 

There'll be interest in change in bene- 
fits and relative weight of benefits, also 
great interest in getting away from 
chronological age as the determining 
factor in retirements. There’s got to 
be some other method of determination 
than the turn of a calendar page. Tool 
and die makers may be doing as well as 
ever at age 70 or even 80 while in other 
types of work men burn out much 
earlier. 

Mr. Solenberger said a study of a 
sample of retired auto workers in De- 
troit showed some 62% had incurred 
hospital-medical expenses. The average 
cost was $275 and 17% of those incur- 
ring such expense had exceeded $500, 
but being $2,500. 

The sample might not hold for all 
retired workers but it shows how hos- 
pital-medical expense can hit retired 
workers, he said. 


Want to Share Decision 


Despite medical examinations and 
other objective tests, “We think there 
must be subjective judgment in decid- 
ing when persons should retire and that 
it can be done more satisfactorily if 
done jointly by management and labor 
rather than unilaterally,” said Mr. Solen- 
berger. ; 

Medical diagnosis would be an aid 
but not the determining factor. Peri- 
odic medical examinations during em- 
ployment would help prepare workers 
for retirement and perhaps in many 
cases stave off retirement by early diag- 
nosis and treatment, he said. 

Mr. Solenberger said much can be 
done jointly by labor and management 
and even though they may not always 
see eye to eye it is a fine thing that the 
mechanism exists for getting together. 

Answering a question, he said his 
union is quite open-minded toward de- 
posit administration plans and he feels 
that competition between trusteed and 
insured plans is a good thing, resulting 
in continued improvements. 


Guarantee Feature 


Asked his opinion on the guarantee 
feature of insured pension plans, Mr. 
Solenberger said the insurer can guar- 
antee the annuities but can’t guarantee 
that the employer will stay in business. 
He said the unions are currently more 
interested in getting the original com- 
mitments and paying up the past service 
liability. 

There are a lot of little imitations 
in connection with the insurers’ admin- 
istrative requirements, said Mr. Solen- 
berger. Sometimes the _ procedures 
called for by insurers don’t seem to fit 
the situation. 


Oscar Carlin, John Hancock, Colum- 
bus, O., asked if the turnover factor is 
reduced, as it was argued it would be 
under area-wide plans, which in turn 
would reduce the economic loss on the 
surrender of policies and thereby reduce 
the union resistance to insured plans. 

Mr. Solenberger said, however, that 
that wasn’t the only factor in resistance. 

He said in answer to another ques- 
tion that the unions don’t want to con- 
trol investments but they want the 
best qualified people to handle them, 
and would find insurance companies’ 
service on this point acceptable. 

Dean Laurence J. Ackerman of the 
University of Connecticut school of 
business, who acted as chairman, gave 
some of the highlights of a study, soon 
to be published, covering the retirement 
programs of 425 American industrial 
corporations. 


Shift Cravey Suit 
to Georgia Court 


(CONTINUED FROM PAGE 1) 








L. & C., stated that jurisdiction is 
conferred by statute regulating trade 
and against restraint of trade and mon- 
opolies. He said venue exists by reason 


of Cravey entering into the conspiracy 
set out in the complaint, and that 
by so doing Cravey appointed each and 
every co-conspirator his agent, thus 
covering summons and fixing venue. He 
named as Cravey’s agents in south 
Florida the Professional Ins. Corp., Re- 
serve Life, George Washington Ins. 
Co, and Larson. 2 


Johnson Affidavit Read 


To substantiate his claim of conspi- . 


racy, Walton read an affidavit sworn 
to June 10, 1952, by Ellis G. Johnson, 
an employe of Bankers L & C The 
affidavit said in part: 

“I am presently employed by Bank- 
ers Life & Casualty as supervisor of 
agents in charge of the Pensacola and 
Tallahassee offices for that company I 
took this position in December, 1951. 
In or about July, 1951, the Florida in- 
surance commissioner threatened to re- 
voke my license. A short time later, 
and while the continuance of the li- 
cense was still in question, John Crooks, 
regional manager of Reserve Life Ins. 
Co., who has his office in Tampa, Fla., 
tried to persuade me to leave Bankers 
Life & Casualty Co., and accept em- 
ployment with Reserve Life. 

“He talked with me along that line 
on numerous occasions, beginning in 
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Reducing mortgage protection to 
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“Mr. Crooks offered me a much bet- 
ter financial proposition than the one 
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Bankers Life agents, managers, 
supervisors in Georgia had already gone 
with Reserve Life and it would be wise 
for me to get with Reserve Life before 
Bankers Life should be kicked out of 
Florida. 

“He also told me that Reserve Life 
had taken away from Bankers Life 
a man named Robert Herz, who had 
been in charge of designing and lay- 
ing out various kinds of advertising 
folders and other forms of advertising 
for Bankers Life, and from then on, 
Reserve Life would have the same 
kind of advertising as Reserve Life... 

“In one of the conversations with 
Mr. Crooks he said I had enough sense 
to know from the newspapers that 
Bankers Life was going to have a 
rough time in Florida. I did not want 
to go with Reserve Life, but Mr. 
Crooks made me uneasy about the 
continuance of Bankers Life in Florida. 
I kept rejecting his offers and he kept 
making them. 

“In December, 1951, Mr. Crooks in- 
troduced me to a Mr. Emick, who was 
the Florida state manager of George 
Washington Life Insurance Co. . . 
While the three of us were in Mr. 
Crooks’ office, Mr. Emick tried to per- 
suade me to take a supervisor’s job in 
the Tampa office of the George Wash- 
ington, and ‘Mr. Crooks kept trying to 
get me to take a job with Reserve Life 
training agents in its Tampa office. 


Production Fell Way Off 


“They made me so uneasy about the 
license of the Bankers Life in Florida 
that I was hardly able to work, and 
my production for the Bankers Life 
fell way off. 

“In my conversations with Mr. Flick 
and Mr. Crooks I refused all their of- 
fers, but I did not know what to think 
about my future with Bankers Life. 

“A short time after I had refused the 
offers made me by Mr. Emick and Mr. 
Crooks, another approach was made by 
Mr. Crooks. This time he made me an 
offer much better than any of the pre- 
vious ones. It was so good I felt I 
could not afford to take the gamble 
the Bankers Life might be out of bus- 
iness in Florida very shortly. 

“The new offer was for me to train 
agents in the Tampa office of Reserve 
Life for the remainder of December, 
1951, showing them the complete Bank- 
ers Life system and laying out for 
them the Bankers Life procedures and 
programs to be followed in approach- 
ing prospects. 

“The most attractive feature of the 
new offer was that on Jan. 1, 1952, I 
would be made the state manager of 
George Washington Life at a substan- 
tial salary, with extraordinarily large 
overwriting commission on each appli- 
cation George Washington would re- 
ceive in the state of Florida, and I 
was also to be given an_ unlimited 
expense account. 


Went Back to Bankers 


“As soon as I accepted the offer, Mr. 
Crooks telephoned C. Bradley in 
the Dallas, Tex., headquarters office of 
Reserve Life, and told him about my 
acceptance. Mr. Crooks put me on the 
telephone and I talked with Mr. Brad- 
ley. He congratulated me on having 
left Bankers Life and gone with Re- 
serve Life. He said it was the wise 
thing for me to have done, and he 
would cooperate with me in every 


way... 

“T started to work with Reserve Life 
the next day, and remained with that 
company some nine or 10 days, after 
which I became convinced that the 
representations made to me in getting 
me to go with Reserve Life were false, 
so I left Reserve Life and went back 
to Bankers Life.” 

Testimony was also given concern- 
ing a deposition taken earlier in the 
week from John MacArthur, chairman 
of Bankers L. & C. 


grams were geared to the needs of the 
small or average producer. 

But there had grown up informal 
groups of large producers who got to- 
gether to exchange ideas. One of these 
men told Mr. Clark that he had more 
than doubled his production as a result 
of what he had learned at one of these 
meetings. Why not make such a meet- 
ing part of the National association 
meetings, Mr. Clark wondered. It was 
a tough job getting the names of those 
to invite, he found. He wrote some 
companies but there was considerable 
coolness toward the idea. However, 
there were at the first session, held at 
Memphis in 1927, 32 men who had paid 
for $1 million or more in the calendar 
year 1926 or in the year ending with 
the convention date. 

It was a closed session and the big 
job was to keep the non-qualifiers out. 
No non-qualifier except the presidnt of 
N.A.L.U., who made a talk, was allowed 
in. As a result plenty was heard about 
high-hat and stuffy the Round Table 
was. 

“But if we’d let other people in it 
would have died like a dog,” said Mr. 
Clark. 


OFFERED PRIZES 


The Million Dollar Round Table hour 
at the N.A.L.U. conventions, Mr, Clark 
recalled, had its inception through the 
offer of prizes for the three best presen- 
tations and the honor of speaking at the 
N.A.L.U. meeting. Mr. Clark was pro- 
gram chairman of N.A.L.U. that year 
and this procedure had the additional 
merit in his eyes of providing speaking 
talent for the main meeting 

Mr. Clark said that birthdays are 
not solemn occasions but he urged the 
members to celebrate with a sense of 
their responsibility as citizens. He went 
on to tell why everyone should not take 
freedom for granted but should work 
for its preservation. 

Many members arrived at the Mount 
Washington hotel by mid-week but the 
first official gathering on the program 
was the informal reception Friday eve- 
ning welcoming new members. John O. 
Todd, Northwestern Mutual, Chicago, 
immediate past chairman, was in charge, 
assisted by other past chairmen and 
members of the executive committee. 

Saturday morning there were talks on 
how to develop business by Robert S. 
Albritton, Provident Mutual, Los An- 
geles, and Isaac S. Kibrick, New York 
Life, Brockton, Mass. William T. Earls, 
M.D.R.T. vice-chairman, presided. 


Panel of Chicagoans 


That afternoon there was a business 
insurance panel of Chicagoans, with 
Eugene Rappaport, Pacific Mutual, as 
moderator, other participants being Dan 
A. Kaufman, Northwestern utual, 
Harry R. Schultz, Mutual Life, and 
Carl P. Spahn, Equitable of Iowa. Mr. 
Hiller was the presiding officer. 

Following this, with Mr. Karlsruher 
presiding, there was an estate planning 
panel with Kenneth R. Mackenzie as 
moderator, and Adolph E. Gillman, 
Northwestern Mutual, Baltimore; Sad- 
ler Hayes, Penn Mutual, New York 
City, and John Kellam, National of 
Vermont, New Canaan, Conn., as par- 
ticipants. 

That evening National Life of Ver- 
mont was host at an informal reception. 
This was followed by a clambake, origi- 
nally scheduled for outdoors but held 
inside because the weather turned cool. 

Sunday John Barker, Jr., vice-presi- 
dent and general counsel of New Eng- 
land Mutual, talked on planning an 
agent’s estate and Russell O. Bennett, 
Chicago lawyer, discussed the advisa- 
bility of an agent’s incorporating. Mr. 
Bearden presided. 

Sunday evening’ featured the “room- 
hopping” that proved such a popular in- 








novation last year and which was eyey 
further improved this year. It was yp. 
der the direction of George B. Byrne 
Equitable Society, Pasadena. e 

The traditional M.D.R.T. breakfag 
was Monday, with Chairman Hiller 9 
the M.D.R.T. presiding. Presiden: 
Charles E. Cleeton of N.A.L.U. spoke 
on the relationship between the M.D RT 
and N.A.L.U. The members reeop. 
vened in the ballroom to hear Presiden; 
Malcolm Adam of Penn Mutual talk op 
“Balance in Our Business” There fo). 
lowed a play written especially for the 
occasion, by Laflin C. Jones, executiy 
assistant of Northwestern Mutua! 
which was put on by a professional cas, 
with the compliments of Penn Mutyaj 
the chairman’s company. 


Employe Benefit Symposium 


In the afternoon, with Mr. Bearden 
presiding, there was a symposium op, 
employe benefit plans, at which Dean 
Laurence J. Ackerman of the University 
of Connecticut school of business was 
chairman, and other speakers were Bur- 
ton A. Zorn, New York attorney and 
labor law specialist, and Willard EF. 
Solenberger, program consultant of the 
social security department of Unite; 
Auto Workers, CIO. 

Tuesday morning Mr. Hiller presided 
over a session on executive compensa- 
tion. William J. Casey, president oj 
Business (Reports, Inc., was moderator, 
other participants being J. K. Lasser, 
New York accountant and author oj 
the widely sold book, “Your Income 
Tax,” and W. J. Brown, assistant gen- 
eral counsel salary stabilization board, 
substituting for V. Henry Rothschild II, 
New York lawyer and member of the 
salary stabilization board. 

The final event was a luncheon at 
which the speaker was the famous Dr. 
Norman Vincent Peale, pastor of the 
Marble Collegiate Church, New York 
City, who talked on “Confident Living.” 

More detailed coverage of M.D.RT. 
activities will be found in separate arti- 
cles elsewhere in this issue. Because oj 
space limitations some material will ap- 
pear in next week’s edition rather than 
in abbreviated form in the current issue. 


Tighten Membership Controls 


The M.D.R.T. amended its by-laws tof 
give its executive committee the right, 
in its “absolute discretion” to grant ot 
withhold the privilege of membership 
in any of the three classes—qualifying, 
life, and life qualifying, although dis- 
approval can ouly be by unanimous vote 
of the committee. No executive commit: 
tee member shall vote on his own ap- 
plication. 

Under the amendments, the executive 
committee may revoke the membership F 
of any member if it receives information 
that would have caused the committee 
to vote unanimously for disapproval !! 
it had the information at the time 0 
passing on membership. 

As amended, the by-laws specify that 
no complaint or proceeding of a disc 
plinary nature has ever been brought 
or is pending against the applicant, 
provided however that if any such com- 
plaint or proceeding has been brought 
or is pending the facts thereof sh 
be attached to his certificate of applica 
tion. A new paragraph is added specify: 
ing that the M.D.R.T. shall indemnily 
executive committee members against 
any liabilities and costs incured in et 
forcing any provision of the by-law g¢ 
or any rules adopted by the executive 
committee. 








Charles Rowan, secretary of Assn. 0 
Insurance Advertisers, has been elected 
president of the Milwaukee aerie of Fre 
ternal Order of Eagles. 





American Investors Life has opened 
its new two-story home office building 
at Forest Lane and Hillcrest avenues, 
Dallas. 
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Bankerslifemen Are Intensely 
Interested in Results 
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The ready acceptance of the Berkshire “Centennial” Accident 
& Health policy — for business and professional men — is the 
result of building into an A & H policy unique features which 
make it exceptionally attractive and saleable. Agents handling 
this quick-selling select risk policy have almost an ‘exclusive’ 
... very few companies have anything to match it. Compare 
the “Centennial” and you'll quickly see why it is outstanding 
as a commission-maker! x * * * * * 





For Illustration: axss22= == 
SICKNESS BENEFITS 


Income for total disability for 2 years, confinement not required. 
¥* Income for total disability thereafter, while confined—even for life. 


ACCIDENT BENEFITS 


% Income while totally disabled — even for life. 
Income for 6 months while partially disabled. 
Dismemberment and Loss of Sight schedule. 
Physicians’ expenses for non-disabling injuries. 
Accidental Death provision. 


OPTIONAL BENEFITS 


Hospital, Surgical and Medical Benefit Riders 
may be included at additional cost. 
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BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of the 
handy pocket-size Merchandise Chart which lists the many 
unusual sales opportunities offered by this Company. * * * 
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THE “CENTENNIAL” IS ONLY ONE OF OUR FIVE VERY ATTRACTIVE A & H POLICIES * 


























BRIEF FACTS 
FROM OUR FIFTY-SECOND ANNUAL REPORT 


e Insurance in Force.......... $268,614,795.00 
Increase of $18,021,886 
oe i Fe oe $ 65,986,829.47 


Increase of $3,837,855.35 
e Payments to Policyowners 
and Beneficiaries ........ $ 4,065,259.48 
Increase of $691,230.10 


e Capital, Surplus and 
Special Reserves ........ $ 4,646,138.97 
Increase of $408,693.13 


ATLANTIC LIFE. 
INSURANCE COMPANY 


Established 1900 
RICHMOND, VIRGINIA 
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He 2TOWS a life from patch of earth 


He’. stanp there after the day’s work, tired and hot and 
muddy from head to foot. And he'll tell you: 

“There isn’t a job in New York City I’d swap for this.” 
Then he'll look off across his fields, wondering if you, or 
any city man, can ever understand what he’s trying to say. 
The chances are you understand. 

There’s a feeling comes to a man looking at his farm. 

Here is his little piece of the world, and his chance to make 
something of it. Everything a man can get out of life is 
somewhere in that patch of earth. There’s food and drink 
in it, clothing and houses, books and fiddles, and college for 
the kids. Whether it’s fifty acres or ten thousand, all the 
makings are there, and what you get out of it is up to you. 
You like that feeling, if you’re a born farmer. 

In the early days, a farmer had only his two hands to work 
his patch of earth. With them he cleared and built, 

plowed and seeded and reaped. His wife spun and wove. 
cooked and preserved. When the children were 

old enough, they’d add their young muscles 
to the work, Later if things went well, 
there'd be a horse, or maybe a team, 

to help them make a life from the soil. 


Thousands of little pieces of earth... each with a man 
plowing, a woman helping, and kids growing. Add them 
up, and that was America. And it still is. 


Today you'll find machines puffing through the harder 
jobs. Maybe you'll see a television set in the sitting room, 
and a dishwashing machine in the kitchen where there 
used to be a pump. But the farmer is still a man who'll look 
over his fields in a certain quiet way, wondering if he 

can ever tell a city man about the feeling in his heart. 


Maybe he doesn’t need to. Maybe the city man knows. 

For in this country we are ail keepers of fields, all planters 
and growers. It doesn’t matter whether our soil is a 

factory, an office or a store. Each of us has his piece of 
the world, and we can look at it at the day’s end and say 
with pride: “I cleared it. I plowed it. I seeded it. The harvest 
is mine. That’s my farm, from which I grew a life.” 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 





